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Public tateuets anblie Opening 
‘of Congress 


convene Monday, May 19, will be the first 

real business-like Congress if the temper of 
the business men of the country is any criterion. 
The President in his proclamation says “‘Whereas, 
public interests required that the Congress of the 
United States should be convened in extra session, 
etc.”” The proclamation of business men and the 
public to the same effect was uttered the day after the 
deplorable filibuster of last March. Some day with 
the making of Congress a business body it will be in 
session the year-round, will work on a budget system 
of economical consistency, and will give to the great 
problems of the next decade the amount of intelligent 
effort needed. 

We wish that every business man in America could 
read the article by J. Stevens Ulman, exclusive in this 
issue, for just a few indications of work that should be 
taken up in an early Congress. You will find from 
time to time such subjects considered in the “‘Re- 
corder’’-—and despite what many a shoeman says on 
the narrowing subjects of one trade alone—we will 
give voice to those broad policies that influence all 
business. To talk shoes and leather alone is to betray 
a provincialism of mind ill befitting the times. That is 
the trouble these many years—too much shop. 

Why is it that the average American is so little 
informed on the subjects of Government and the 
taxation that pays for that government? Because 


W* make this prediction that the Congress to 


his vision is narrowed to the process of thinking in the 
daily circle of ‘‘leave home, go to work, draw a day’ 
pay and go home again.”’ We all talk Americaniza- 
tion but do very little to make citizens out of our alien 
co-workers. In the Yankee Division alone five thous- 
and men were citizenized the other day after eighteen 
months of war service abroad. 

Why is it that the “Recorder” has cut out its 
special issues boosting the various sections of the 
country? Because we want to be forerunners in 
building a Nation—not howling sectionalists crowing 
for New York, New England, the West or any other 
section of the country and forgetting the broader fact 
that the United States should not be the Untied 
States. Pride in your community and its interests is 
commendable but national pride is greater by far— 
it is what makes France the inspiration to the world. 

WE WANT CONGRESSMEN TO GET THE 
SAME ANGLE—NOT SECTION BUT NATION. 





Speculative Features of a “Spot’’ 
Market 


HIS is a time for conservatism, no matter what 
price of materials may be. It is constructive and 
good business policy so to do. 
During this present period of shortage of “spot” 
material, there could not be anything. but high prices 
for those who have got to have the goods. Along in 





34 BOOT AND SHOE RECORDER 








‘May 10, 1919 





the Summer when tanneries are beginning to increase 
production and large quantities of raw stocks are 
coming in, and buying is fairly well taken care of, 
things may look different. 

The temporary shortage of materials naturally 
reflects stiff prices for “spot’’ goods, in other words, 
where people are obliged to have goods immediately. 
We have never yet seen the time when there was not 
leather enough, even during the war. When there 
seemed a possibility of shortage of leather, everybody 
bought all that was required and they had plenty 
left. 

\ danger signal has been set against a runaway 
leather market by Pres. Fred A. Vogel of the Tanners’ 
Council. His statement is timely inasmuch as foreign 
sellers of raw stock are pretty well informed as to the 
spurt in American demand for leather and take 
advantage of it by boosting the raw stock prices, thus 
affecting future leather, whereas the condition today 
is all due to spot demand and should have no bearing 
on futures. 

Pres. Vogel’s statement is: 

“Our industry has been in a very healthy and 
sound position. Able handling of the situation during 
the war allowed the leather trade to emerge from the 
conflict with sane values in most of the lines. Lately 
we have seen some very sharp advances in all classes of 
raw material. The advances the past ten days have 
been, in the opinion of many, speculative, caused by 
over-anxiety on the part of our members to procure 
the necessary raw material. 

“There is not the slightest doubt in the minds of 
many of our members that we have at least 18 
months of splendid business ahead of us if the situation 
is handled correctly. If, on the other hand, we allow 
the situation to get out of hand and see raw material 
advancing beyond all reason, there will come a sudden 
check to our business which will be detrimental and 
the effects of which will be felt for a year to come. 

‘Shoes are already at unprecedented prices and if 
these advances continue they will no doubt be marked 
up several dollars per pair for the Fall business. IT 
IS THEREFORE HIGHLY DESIRABLE THAT 
ALL OF OUR MEMBERS SIT BACK AND 
REFLECT AND SEE WHETHER THESE AD- 
VANCES ARE NOT BEING CARRIED BEYOND 
THE LIMITS OF FUTURE PROSPERITY.” 


Study Payment Systems 


(THE first comprehensive treatment of the entire 

subject of payments to store workers on the per- 
centage basis is given in this issue. The best ideas of 
many minds are treated and from them you may find 
a solution to your problems. 


The plan of paying salespeople on other than the 
flat salary basis has been condemned by some mer- 
chants because they thought that salespeople under 
the commission system would not be so careful of 
shoe fitting and in rendering other store service. We 
have it from a merchant’s standpoint and from the 
store salesman’s standpoint that this is not true. 
Find out for yoprself the reasons why. The story is 
complete in this issue. 





Developing a Useful Material 


REDUCTION of the output of wild rubber, from 

an annual total of 65,000 tons to about 50,000 
tons; increase of the crop of cultivated rubber, from 
nothing at all to some 200,000 tons a year; failure of 
scores of ambitious attempts to produce synthetic 
rubber, by chemical methods, from all sorts of hydro- 
carbons, such as oils and starch; development of 
direct shipments to America from Singapore and 
other East Indian points; much progress in the 
details of reclaiming rubber, especially from tires; a 
great increase in the making of rubber soles for shoes; 
rapid increase in the setting out of plantations of 
rubber trees, in Sumatra, with investigation of possi- 
bilities in the West Indies also; these are among the 
developments and features of the pursuit of this 
peculiar vegetable gum, with its manifold uses and 
appliances to modern utensils and machines. The 
cultivation of the rubber tree bids fair to outrank in 
commercial importance the cultivation of tea, or 
coffee, or any other of the tree-plants which have 
been found of human usefulness. It is fortunate that 
it is capable of cultivation, and not a mere 
by-product, and that its production is capable 
of expansion. Leather-producing is not in that 
position. Leather will always remain chiefly a 
by-product, subject to the controlling influence of 
meat-production. 
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Control’? and Prevention 

T has been argued that “this country can control 

any outbreak of anarchism or Bolshevism; there 
is nothing to fear.” That is quite true; we can and 
would control it. We all have faith, too, that we can 
control fires which may break out, or epidemics of 
small-pox. Nevertheless, we do not permit torch- 
wavers to run about unrestricted, nor permit the 
spreading of small-pox; we use the ounce of pre- 
ventive, to forestall the need of pounds of cure. Why 
not the same tactics, with reference to insidious and 
dangerous moral poisons, which are fully capable of 
wreaking as much destruction as fire or pestilence? 
It becomes a question of plain business sense, as to the 
best means of 


of re-construction, promoting discontent, forming a 
smoke-screen for the advance of the criminal, in- 
juring the interests of every honest merchant or 
manufacturer or workingman—all of whom have an 
identical interest in law and order and sane economics. 
The Government has so far laid but a timid and 
faltering hand on certain gentry of foreign extraction 
who have been busy with the most un-American of 
doctrines here. Why the timidity? Has courage 
ever failed to meet emergencies, in this or any 
other land? Is there any possible substitute for 
courage, for justice, for honesty, or for common 
sense? There are none; and there should be 

no squirming evasion in a search for any. 
Bolshevism is 





dealing with a 
danger. And 
just as we would 
restrain Fagins 
from __ teaching 
boys to become 
skilled thieves 
and _ pick-pock- 
ets, just so 
should we _ bar 
the instruction 
of the childish- 
minded, of any 
age, in false 
principles and 
incendiary doc- 








an absurdly 
childish and ri- 
diculous thing, 
to be sure; but 
an over-grown 
giant with a 
child’s brain is 
a menace to his 
neighbors, 
wherever he is 
found. The Bol- 
shevist has a 
ten-year-old 
brain; but when 
such a creature 
seizes power, 





trines, based on 
criminal theo- 


Opening the Morning Mail 


the results are 
not a laughing 





ries of destruc- 


No, these doc- 
trines will not 


matter. When 

tion. A Repudiated Holiday Folly and Ignor- 
Among other repudiated foreign ideas, the American people ance seize the 

seem to have registered a pretty firm determination not to adopt throne, Crime 

May 1 as **Riot Day.’’ The red flaggers tried it, but were set back slyly slips to the 


rule America; 
but they are 
doing insidious 
damage, in 
many __ places; 
hindering the 
adjustment of 
labor troubles, 
making difficul- 





with a thump and a jar. Efforts in that direction were promptly 
squelched, all over the United States, by exasperated crowds of 
plain, common people—working people, almost entirely—who 
showed clearly enough what they thought of anarchy and Bol- 
shevism and other foreign poison-gas doctrines. Weak-kneed 
officialism should brace up and take courage. Common sense is 
still overwhelmingly dominant in this country: it is greatly in the d 
majority: and it is majorities that make officials. nang 

American holidays are festivals or memorials: there is no room 
on our annual calendar for a Day of Hate. 


front, to guide, 
direct and rule. 
And where does 
the looting be- 
gin? In _ stores 
factories. 
Have you an in- 
terest in a store, 
or a factory? 








ties in the way 
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REDUCTIONS ON IMPORT RATES 
Announced by U. S. Railroad Administrator 


Washington, D. C., May 3.—United States Railroad Ad- 
ministrator Walker D. Hines today announced reductions on 
import rates from Pacific coast ports to all eastern territory 
on a large number of commodities which are imported from 
the Orient. Included in the list are green hides at $1.10 per 
one hundred pounds in carload lots, and dry hides and skins 
$2 per one hundred pounds in carload lots, and $3 per hun- 
dred pounds in less than carload lots. 

The rate on crude rubber will hereafter be $1 in carload 
lots and $2.25 in less than carload lots, the announcement 


states. 


A STORE IN DETROIT 
In Twin-service to One in Boston 


The opening of the Thayer-McNeil Company store gives 
Detroit another exclusive high-grade women’s shoe store. 
Frank J. Casey, from their Boston store is manager. 

The salesroom is finished throughout in color tones of cafe- 
au-lait and French blue. The walls and individual chairs are 
finished in the former color while the shelving is in the latter. 
The chairs are upholstered with blue velour cushions tied 
with old rose cords. The offices are partitioned across the 
store at the rear and instead of the usual bare windows they 
are draped with a French blend of old rose and blue. Blue 
rugs to match cover the floor which is enameled cafe-au-lait. 

A shoe shine section finished in the same dainty colors has 
also been installed. A uniformed colored porter is in atten- 
dance at the door. 

The windows in which only a few pairs of shoes are shown 
at a time have silk curtains of the prevailing cafe-au-lait 
shade as a background, entirely covering the back of the 
window. 

The Golden Slipper, a neat little monthly is being sent to 
about 6,000 high-class homes as a trade building messenger. 
Mr. Casey is emphasizing ‘“The right shoe for the right occa- 
sion”’ in his endeavors to build a satisfactory trade in correct 
high-grade footwear. 


COLLIS LOVELY BECOMES PRESIDENT OF BOOT 
AND SHOE WORKERS’ UNION 


General Convention Held This Month in Chicago 


By virtue of succession from the office of Vice President, 
Collis Lovely has become President of the Boot and Shoe 
Workers’ Union, succeeding the late John F. Tobin. Mr. 
Lovely, like his associate General Secretary-Treasurer Charles 
L. Baine, has been on the executive committee of the Boot 
and Shoe Workers’ Union for twenty years, since June 1899. 
Mr. Lovely has for many years been one of the leading labor 
men of the country and his succession to the Presidency is 
warmly applauded on all sides. 





The general policy carried on by the Boot and Shoe 
Workers’ Union under President Tobin will be continued 
under the new President, Collis Lovely. A general conven- 
tion with election of officers will be held this month in Chicago 
by the'Boot and Shoe Workers’ Union. 


BIDS WANTED MAY 12 
For Approximately 250,000 Pairs of Russett Shoes 


— Washington, D. C.—Bids will be opened at 11 o’clock May 
12, by the leather-rubber branch of the clothing and equipage 
division, for approximately 250,000 pairs of russet shoes. 
The shoes are to conform to the specifications of March 1. 

Early delivery of these shoes is very essential, it is declared 
by officers of the Purchase, Storage and Transportation 
Division, and the rate of delivery will be considered in making 
the awards. For the purpose of giving an estimate of the 
rapidity with which the contract can be completed, it is 
requested that, in making bids, manufacturers detail their 
proposed deliveries by weeks. 


BIDS FOR HEEL UNDERLIFTS WANTED 
Two Proposals Already Received 


Washington, May 5.—Proposals for two lots of heel under 
lifts were today opened by the leather-rubber branch of the 
clothing and equipage division. Bids were requested upon 
two lots: 194,000 pairs, size 13, and 94,000 pairs, size 15. 

Bids were received from two manufacturers only, although 
samples without bids were received from the Linden Tanning 
Company and Silberman & Transue. 

The Brockton Heel Company and F. W. Hunt & Co. were 
the only concerns from which proposals were received, their 
bids being 35 cents per pound and 36 cents per pound, 
respectively, for the entire quantity. 


SHOE FANS—BASEBALL FIENDS 
Milwaukee Shoe Manufacturers in Base-ball League 


The Milwaukee Shoe Manufacturers’ Base-Ball League 
was organized May 1, with the following officers: J. O. Hum- 
bert, Nunn, Bush & Weldon Shoe Co., president; G. E. Muse- 
beck, Edmonds Shoe Company, vice-president; C. A. Dickens, 
Edmonds Shoe Company, secretary-Treasurer. 

Aside from above newly. elected officials, the following 
enthusiasts represented their respective concerns: W. M. Lee, 
F. Mayer Boot & Shoe Co.; H. S. Schweiger, Milwaukee 
Shoe Mfg. Company; H. H. Kersky, Harsh & Chapline Shoe 
Co.; W. F. Rudolph, Weyenberg Shoe Mfg. Company; H. 
Kuehl, Weinbrenner Shoe Company. 

A board of directors, composed of one non-player from each 
concern represented in this 8-team league will work in con- 
juction with the officials and team managers. A player to be 











May 10, 1919 


eligible to play on a team must have been in the employ of the 
factory, on whose team he plays, for a period of at least 
30 days prior to the game in which he participates but in the 
event of any player leaving one concern to enter the employ of 
another concern, this player shall reserve the right to con- 
tinue to play on his original team in case he so desires but 
should he not care to continue to pay on his original team he 
must notify both managers at least two games prior to the 
time he plays on the team of the concern in whose employ he 
has recently entered. . 


SURPLUS DEPOT STOCKS ABROAD 
Field Shoes, 3,692,000 In Stock 


The War Department has issued an official statement giv- 
ing surplus depot stocks abroad. According to this state- 
ment there are 3,692,600 pairs of field shoes in hand. The 
estimated requirements are 870,000. There are, therefore, 
on hand abroad a surplus of 2,822,000 pairs. The statement 
also shows that there are 1,708,000 pairs of leather mittens on 
hand, the estimated requirements being 568,000 leaving a 
surplus of 1,140,000 pairs. There are according to the state- 
ment 1,039,000 pairs on hand, the estimated requirements 
being for 348,000 pairs. The surplus over the requirements on 
hand therefore is 691,000 pairs of boots. 


EXPORT MEETING IN BOSTON 
New Problems of World-wide Business 


An interesting meeting was held in the rooms of the New 
England Shoe and Leather Association in Boston, May 7, 
1919. Fred B. Rice, of Rice & Hutchins, Inc., and Dr. Julius 
Kleine, newly appointed American Commercial Attache to 
Buenos Aires, Argentina, were the speakers. Harry I. Thayer, 
president of the association, presided. 

Mr. Rice, the delegate of the association to the National 
Foreign Trade Conference held at Chicago, reviewed his im- 
pressions of that conference. The outstanding obstacle to 
American Foreign Trade, he stated, appeared to be the credit 
situation. Competition will soon be fierce and no one at the 
convention was sanguine enough to think that business will 
will come to us easily. 

Dr. Kleine stated that at _— we can hardly look for 
any encouraging change in the Argentine situation. The war 
has stimulated a high protectionist fever all over Latin- 
America. Through force of war conditions industry has been 
built up, so that the nuclei thus established may result in our 
meeting competition from Latin-Americans in their own 
countries. He added that there will not be one through 
steamer from New York to Buenos Aires during the month of 
May, and he therefore will be forced to go to Argentina by 
way of the Panama Canal and the west coast of South 


America. 


Prices and Supplies in Russia 


A shoe man from Siberia says that at Omsk and Ekaterni- 
burg, ordinary shoes are selling at from 300 to 500 rubles per 
pair. This gentlemen furthermore says, in speaking of the 
accumulation of skins which had taken place in Russia, owing 
to no facilities for shipping, that a large proportion were rot- 
ting away on account of bugs getting into the skins having 
no proper poisoning, and preserving materials. 


Army Shoe Contract Awarded 


The Brown Shoe Company was awarded contract late last 
week for furnishing 25,000 Army russet shoes at $4.99 1-4 
and the same firm has also been awarded an additional con- 
tract for furnishing 15,000 russet Army shoes at $4.99 1-4. 
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Wisconsin Shoe Merchants held 
Second Annual Convention, May 8 


A Joint Session of the Milwaukee and State 
Associations ‘ 


Several hundred shoe merchants from all parts of Wis- 
consin attended the second annual convention of the Wiscon- 
sin Shoe Retailers’ Association, which was held May 8. The 
Milwaukee Association played the part of host. May 8 was 
the monthly meeting day of the local merchants and they 
combined their usual session with that of the brother mer- 
chants from the State. 


The convention was held in the New Athletic Club building, 
Mason Street and Broadway, which also is the home of the 
Milwaukee Association of Commerce, and the meeting place 
of the Milwaukee Retailers’ Association. The Retail Division 
and Convention Bureau of the Association of Commerce 
co-operated with the local merchants in making the conven- 
tion a success. 


An Interesting Program 


An interesting program was prepared and which brought 
several notables to Milwaukee, including Everit B. Terhune, 
treasurer and general manager of the ‘“‘Boot and Shoe Re- 
corder;” Field Secretary A. F. Sloane of the National Shoe 
Retailers’ Association; E.C. Logan, western editor, “Boot 
and Shoe Recorder,” Chicago. 

The official program of the convention was as follows: 


10 a. m. Call to order; routine business; reports of commit- 
tees and election of officers and directors. 12 m. Informal 
luncheons. 2 p. m. Address, “Organization,” A. F. Sloane, 
field secretary, N. S. R. A. Address, ‘‘Prices,’’ Clarence S. 
Greeley, sales manager, F. Mayer Boot & Shoe Co., Mil- 
waukee. Address, “Style,’”’ F. H. Stover, Stover’s Walk- 
Over Shoe Store, Milwaukee. Discussion, general topics, 
led by W. C. Schlaefer of Porath & Schlaefer, Wausau, Wis. 
6.30 p. m. Annual Banquet, Athletic Club Banquet Hall; 
William H. Reese, Milwaukee, toastmaster. Address, A. F. 
Sloane, field secreatry, N.S. R. A. ‘“Profit-Sharing Plans,” 
E. C. Logan, Chicago, Western editor, “‘Boot and Shoe 
Recorder.” ‘The Luxury Tax,’ James R. Peat, Internal 
Revenue Bureau, Milwaukee. ‘Observations in Europe,” 
Everit B. Terhune, Boston, treasurer and general manager, 
“‘Boot and Shoe Recorder.” 


History of the State Association 


The Wisconsin association was organized at a meeting held 
in Milwaukee in August, 1917, at the call of Field Secretary 
Sloane. Its first annual convention was held February 22 
and 23, 1918, at Wausau, Wis. 

The officers of the state association are: President, Maurice 
Fitzsimmons, Fond du Lac; first vice-president, William 
Schumacher, Madison; second vice-president, R. E. Sager, 
Green Bay; secretary and treasurer, William H. Kenney, 88 
Wisconsin Street, Milwaukee; directors, Joseph A. Schu- 
macher, Milwaukee; William Gleue, Grand Rapids; William 
C. Schlaefer, Wausau; Joseph Langenberg, Sumnen, and 
E. Stilb, Racine. 


Much Credit Due to President Caspari 
President A. B. Caspari of the Milwaukee association, and 
a director of the National, is entitled to much credit for 
bringing about the state convention, which had been sub- 
jected to numerous delays because of the unusual conditions 
in business. 
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Investigation of Stocks, Hides and Skins 


Fewer Hides and Skins Due to Decreased Slaughter and Active 
Market Demand 


Washington, D. C. 

HE Bureau of Markets has just made public the 

T results of its investigation of the stocks of hides 

and skins on hand in the United States at the close of 

business March 31. The report shows that there were fewer 

hides and skins on that date than on February 28, the re- 

duction being due to decreased slaughter, which is a seasonal 
condition, and by the active market demand. 

The Department reports that the stocks in the United 
States the end of March included 4,949,791 domestic and 
foreign cattle hides; 7,863,313 sheep and lamb skins; 169,150 
pieces and 1,437,384 pounds of strips of pig skins; 68,019 
whole, 44,152 fronts, 118,192 pairs of butts and 81,796 shanks 
of horse hides; 1,363,299 calf and kip skins; 185,816 wallaby 
skins and kangaroo skins; 189,768 deer and elk skins; 7,831,- 
595 goat skins; 181,951 kid skins; 559,576 cabretta, and 
36,737 buffalo hides. 

The report in detail is as follows: 

RAW STOCKS OF HIDES AND SKINS 


MARCH 31, 1919 


SUMMARY OF REPORTS RECEIVED FROM PACKERS, 
DEALERS, IMPORTERS AND TANNERS 
CATTLE HIDES 


Light* Medium* Heavy* Total 


























Kind (pieces) (pieces) (pieces) (pieces) 
DOMESTIC GREEN SALTED 
PACKER 
Steers 97,083 122,801 228,520 448,404 
Cows 181,596 256,478 158,319 596,393 
Unbranded Bulls 805 6,833 40,613 48,251 
Mixed 40 2,116 2,156 
Totals 279,524 388,228 427,452 1,095,204 
Steers 43,301 68,874 162,962 275,137 
Branded Cows 44,107 163,899 132,434 340,440 
Bulls 50 430 22,667 23,147 
Mixed 25 49 25 99 
Totals 87,483 233,252 318,088 638,823 
COUNTRY : 
Steers 2,709 4,633 3,363 10,705 
Cows 21,248 20,851 5,962 48,061 
Unbranded Bulls 524 1,231 4,228 5,983 
Mixed 8,434 14,605 5,924 28,963 
Totals 32,915 41,320 19,477 93,712 
Steers 1,233 572 957 2,762 
Branded Cows 6,434 40,890 8,411 55,735 
Bulls 235 397 560 1,192 
Mixed 22 555 22 599 
Totals 7,924 42,414 9,950 60,288 
PACKER AND COUNTRY 
Steers 76,882 173,514 297,011 547,407 
Branded and Cows 506,037 678,033 55,149 1,239,219 
Unbranded Bulls 1,182 9,795 21,953 32,930 
Mixed 10,512 59,594 11,881 81,987 
Totals 594,613 920,936 385,994 1,901,543 
FOREIGN GREEN SALTED 
Steers 10,991 109,108 108,174 228,273 
Cows 22,227 78,482 4,859 105,568 
Bulls 1,145 8,692 9,774 
. Mixed 6,237 46,299 15,432 67,968 
Totals 39,455 235,034 137,094 411,583 
FOREIGN ROUGH R Ca ji D 
Mi 14,656 20 574 15,250 
DOMESTIC AND FORE IGN 
DRY AND DRY SALTED 
Steers 227 2,901 1,775 4,903 
Cows 57,222 33,064 25,991 116,277 
Bulls 48 800 
Mixed 103,032 204,382 303,936 611,350 
Totals 160,529 241,147 331,712 733,388 


Grand Totals 1,217,099 2,102,351 1,630,341 4,949,791 


*We sight C lassifications for Cattle Hides: 
Green Salted: Light, 25-45 lbs.; Medium, 45-60 lbs.; Heavy, 60 lb=. up. 
Dry: Light, Under 14 lbs.; Medium, 14-20 lbs.; Heavy, Over 20 lbs. 


Dry Salted: Light, Under 16 Ibs.; Medium, 16-22 Ibs.; hhove. Over 22 Ibs. 


OTHER HIDES AND SKINS 
(Domestic and Foreign) 


Dry and 
Green ry Rough 
Salted* Salted* Tanned Total 
CALF AND KIP SKINS —_— SS 





Slunks 35,441 35,441 
Light Calf 281,491 63,689 345,180 
Heavy Calf 507,728 138,133 645,861 
Kips 309,291 57,437 89 366,817 
HORSE HIDES, FRONTS 
BUTTS AND SHANKS 
Horse Hides 57,329 10,690 68,019 
Horse Fronts 17,181 26,971 44,152 
Horse Butts (Pairs) 98,937 19,255 118,192 
Horse Shanks 81,796 81,796 
KANGAROO, DEER, COLT 
Kangaroo & Wallaby 185,816 185,816 
eer & Elk 238 189,030 500 189,768 
Colt, Ass, Donkey and Pony 1,993 7,532 9,525 
Green Dry Dry Rough Total 
Salted Salted Tanned ' 


GOAT. KID AND (pieces) (pieces) (pieces) (pieces) (pieces) 


CABRETTA SKINS 











Goat 144,742 5,493, a4 1,743,430 449,804 7,831,595 
Kid 29,018 135,773 17,160 181.951 
Cabretta 130 298, "217 261,229 559,576 
SHEEP AND — 
LAMB SKINS 
Wool Skins 1,185,836 
Shearli: 140,493 
Pickled Skins 5,481,797 
Dry Slate 340,996 
Rough Tanned 534,757 
Mixed 179,434 
Total 7,863,313 
— Heavy). Total 
1eces, jieces 
BUFFALO HIDES ” . , — 
Buffalo 11,463 25,274 36,737 
Pa mol Strips 
ieces, d 
PIG SKINS . epnede 
Pig 169,150 1,437,384 


* Weight Classifications for Calf and Kip Skins: 
Green Salted: Light, under 8 lbs.; Heavy, 8-15 lbs.; Kips, 15-20 Ibs. 
Dry: Light, under 3 Ibs.; Heavy, 3-6 lbs.; Kips, 6-10 
Dry Salted: Light, under 4 Ibs.; heavy, 4—6 lbs.; Kips, 6-11 lbs. 
** Weight Classifications for Buffalo Hides: 
Light, under 14 lbs.; Heavy, 14 lbs. and up. 


These schedules represent the total raw stocks of hides 
and skins on hand and in transit March 31, 1919, as reported 
by 1,193 packers, dealers, importers and tanners, many of 
whom also rendered reports for their subsidiary and branch 
establishments which are not included in the number of 
firms reporting. Schedules were sent to 1,523 concerns. 
143 concerns replied advising that they had no stocks on hand. 

The issuance of this report has been delayed to include 
the statements of concerns who had failed to report promptly. 
57 reports were received too late to be included in the Febru- 
ary report. These aggregated 206,305 cattle hides and 32,666 
calf and kip skins; 14,125 goat, kid and cabretta skins; 
207,544 sheep and lamb skins and 4,888 miscellaneous hides 
and skins. CHARLES J. BRAND, 

Chief of Bureau. 





Latest Report from London 
New Dance Frocks Limited as to Material 
The London “Herald” reports that the new dance frocks 
from Paris are showing the women’s stockings as far as the 
knees and will be lower than ever at the top. This social 
season will undoubtedly inflict a hardship on the “‘poor blind 
man.” 
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A Practice to Be Stopped 


The Clerk Raising the Price to the Customer and Splitting the “Rake-off ”’ 


steady and determined drive against the practice pre- 

vailing among some irresponsible merchants of per- 
mitting their salesmen to overcharge and divide the excess 
between themselves and their employers. This practice is 
not extensive, but if permitted to grow might threaten the 
good repute of the entire business in the national capital. 

One of the most reputable concerns in the city had its at- 
tention called to this practice in a rather startling manner 
during the past week. A salesman who had been employed in 
another establishment applied for a position. He had good 
references and seemed to be what he later proved to be, a 
bright, intelligent, good tempered, well poised fellow. 

He sold a customer a pair of eight dollar shoes and then 
surprised the manager of the department by handing him a 
dollar. 

‘‘What’s this?”’ asked the manager. ‘‘What are you giving 
me a dollar for? You don’t owe me anything.” 

“Oh,” returned the man blandly, “that’s your rake off. 
One dollar for you, a dollar for the house and a dollar for me. 
I just sold a pair of eight dollar shoes for eleven dollars.” 

“Call the customer back and refund the money,” com- 
manded the floor walker indignantly. “‘We don’t do that 
kind of business here.’”’ The astonished salesman did as 
ordered and explained to the customer that a mistake had 
been made. He then resigned and went back to his old shop. 
This resulted in an investigation which disclosed that among 
a very limited number of dealers this species of graft was not 
only tolerated, but encouraged. 

“But,” said the manager of one of the most commodious 
stores in the city, ‘‘we have the numbers of these fellows and 
we propose that they shall either conform to standards of 
decency in business or get out. There is no room in Washing- 
ton for men who practice these methods. There is plenty of 
room, however, for those who are willing to do business on the 
square both with the buyers and the salesmen. 

“These practices have a demoralizing effect on clerks. It 
is only natural that the man who will steal from the customer 
with the consent of his employer will steal from the employer 
if the temptation is sufficiently strong. It sets an exceedingly 
bad example and the dealer who tolerates such methods ought 
not to be surprised if he is later made a victim of them. 
There is nothing like honest dealing in any business. The 
buying public is quite willing to pay a fair price for a good 
pair of shoes. 

Business Excellent in Washington 

The manager of the shoe department at Woodward and 
Lothrop’s great store said Easter business in the shoe line was 
never better than at this season. So great was the rush for 
new shoes of new makes and models during the past week that 
it was necessary for this great establishment to nearly double 
its selling force. Then it was impossible to obtain prompt 
attention. The clerks were kept constantly at it, never a 
moment, apparently, of spare time was at their disposal. 

It appears, the manager of the shoe department said, that 
women bought shoes even if they were obliged to neglect 
everything else. But they showed ‘“‘pedal sanity” in making 
their selections. They in very few cases looked for fantastic 
novelties. They tried rather to cbtain wearable and service- 
able shoes. 

“The war has had a great effect on the shoe trade,” said 
the manager. ‘It has had the effect of narrowing selection 


Site dealers of Washington are making a quiet, but 


and causing women, who before the great struggle were 
particularly fastidious, to get down to business much more 
speedily. It has changed the attitude of scores of thousands 
of women toward shoes and in consequence of this the sales- 
man, or saleswoman is able more quickly to satisfy his or ber 
customer. I don’t mean that women have become Jess 
dainty. But I do say they have become more intelligent 
and a whole lot less frivolous in making selection of pedal 
adornment. 
Neat and Useful Shoes 

‘‘Thousands who used to buy showy shoes are now satisfied 
with shoes that are neat and useful. They have discovered 
that they are just as well thought of now as when they used 
to take the time and wear out the patience of a salesman 
while searching every shelf and rack in the shop for some 
fantastic make of shoe that would afford them little comfort. 

‘‘When the conservation necessities of the war arose it was 
found desirable to limit the styles of shoes. While the ban 
has been lifted the styles, by common consent, are still 
limited. They are not narrowed down to the extent de- 
manded by the Government before the armistice was signed, 
it is true, but the people have acquired the wholesome con- 
viction that it is not necessary, in order to make a foot Jook 
shapely, to produce fantastic pedal wear. 

“IT should think this new attitude toward footwear so 
prevalent, at least in Washington, would have a good effect 
on the business of shoe selling everywhere. To do a large 
business it is not necessary to have a multiplicity of styles. 
Dealers should not be required to clutter their shelves with 
stocks that are only occasionally called for. An intelligent 
limitation of styles would result in a very desirable diminu- 
tion of dead stocks and would also make unnecessary many 
of the ‘clearing’ sales, which in the end, if not properly 
directed, do endless damage to business.” 


Big Demand for Tans 


The manager said there was an enormous demand for 
tan shoes. There always is a big demand for tan shoes at 
this season, but this year it is extraordinary, far beyond what 
many dealers had provided for. 

“T question,”’ he said, “if the dealers will be able to meet 
all the demands made on them for this species of low shoes. 
I know they made preparations on a vast scale but even with 
the departure of so many war workers it is doubtful if they 
have laid in sufficient stocks. How the factories are to meet 
supplemental orders I don’t know. But the outlook doesn’t 
appear to be very encouraging. 

“Several large strikes have resulted in a serious diminution 
of output and it will take some time to catch up with the 
needs of the trade. There are many empty shelves in Wash- 
ington and some dealers are totally unable to meet the needs 
of their customers.” 


Incorporates and Changes Location 


The Westbury Shoe Store, was incorporated May 1 under 
the name of The Westbury Shoe Company with a capital 
stock of $25,000 and will move to new location across the 
street from the present one. Complete new shelving and 
fixtures are being installed and when completed and the stock 
in will be one of the best small-town shoe stores in this part of 
the country. E. A. Westbury, president, Jacob Ottmar, vice- 
president, and J. J. Carleton, secretary and treasurer. 
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Keep Him from Doing 
Good Work 


Explained 


Wages have always been a subject for controversy. This is as natural as breathing, or gravitation; 
the worker wants to get as much as he can, and the employer wants to hire as cheaply as he can; it is simply 
the universal contest between buyer and seller. The first family quarrel recorded in ‘‘the oldest, most 
curious and most interesting history in the world’ was a quarrel over a matter of religion; the second, over 
politics; the third, over wages. And with what vigor those old chaps did argue, what a forceful and face to 
face speech they uttered! The aggrieved worker in this quarrel set forth as one of his greatest causes of 
complaint thus: ‘‘Twenty years did I serve thee; the drought consumed me by day and the frost by night; 
and thou hast changed my wages ten times!”’ 

Nevertheless, he had become a rich man, as he admitted, in his twenty years of hard work; and his 
employer admitted, on his part, that he had been a faithful and profitable worker. They had prospered 
together; and they parted with a covenant of peace between them. That was nearly four thousand years 
ago; and for thal long in the future, without a doubt, men will continue the old argument over wages—and 
those of good sense will come to a just selilement, somehow. For it is simply a question of distribution, a 
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If He Is Interested, You Cannot 


Modern Profit-Sharing and Wage Methods 


question of each man getting a fair share of the results of their united toil. 


ambitious man, who works with his mind, his heart 
and his body, who works for the accomplishment of 
the task in hand, and—the man who just works. It is the 
energetic, progressive salesman, the soul worker who puts 
the store to the forefront. Your store is no bigger, no better, 
no stronger than the men and women who sell your mer- 


chandise and keep your books. 
Your stock is no larger than the memory of your sales- 


r I YHERE are two kinds of salespeople; the progressive, 


people. 
Frank Vanderlip, one of the world’s greatest financiers, 
says:—‘Thinking prosperity is the creation of prosperity.” 


Organize—Educate—Compensate 


It, therefore, behooves every merchant to so organize, 
educate, and compensate his sales force so that they will be 
the reflection of that happiness, contentment and prosperity 
which he desires to be radiated from his store. 

In the last few years, it has been demonstrated by many 
large industrial enterprises that it is a paying proposition, 
both from an ethical and financial standpoint, to pay all 
employes connected with the institution a wage and a 
bonus that is in keeping with the service rendered. For 
after all, the payment of help is and must be both an ethical 
question and an economical question. The only basis of 
compensation of any industrial institution, great and small, 
that is fair alike to the management and to the help must be 
calculated on a productive basis. No man has a right to 
demand more for his services than he has rendered in actual 
good to the institution which employs him. Neither can 
any industrial institution, whether it be a factory, farm or 
store, expect or demand from any man services beyond that 
for which he is being paid. 


A Flexible System Necessary 


In retail stores there is a definite fixed percentage that can 
be determined upon for selling expenses. In various stores, 
this percentage differs. Even in the same store the per- 
centage varies in different departments. It has been de- 
termined in many of the large stores, for instance, that it 
costs less to sell men’s shoes than it does to sell women’s 
shoes. This is true from a fact that men, on an average, 
make up their mind quicker than women, men’s shoes being 
lower than women’s require less time for trying on and lacing 
up; generally fewer styles are shown and as a consequence 
more dollars’ worth can be sold in a given length of time. 

Stores catering to the higher grade of misses’ and children’s 
shoes usually find that selling expense runs higher in this de- 
partment than in either the men’s or women’s. Although in 
some stores where a medium and cheaper grade of misses’ 
and children’s shoes make up the bulk of sales, selling ex- 
pense is no more than in the women’s department and in 
some cases even less. 


One House Finds 6 Per Cent—General Expense 


One prominent Chicago concern found that its selling ex- 
pense all over the house last year, that is to say, the ex- 
pense of actually paying the salespeople on the floor, ran a 
trifle less than 6 per cent, although this concern felt that it 
could have assumed a seven per cent basis, without being 
dangerous to the profits of the business. 


Flat Salary Plus Dividends 


This firm are paying flat salaries and have also what 
they call a **Dividend System.’’ This Dividend System 
is based upon salesmanship and efficiency. The two 
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Simply a Question of Distribution—a Question of Each 
Man Getting a Fair Share of the Results of United Toil. 


PROFIT 
SHARING 





METHODS 





taken together determines the amount of dividend 
that each employe receives at the end of the year. In 
basing salesmanship as a factor, they consider the 
volume of sales, the percentage in dollars and cents of 
merchandise returned that has been sold by each in- 
dividual salesman and the amount of new trade that 
is brought into the store by the salesman. The fac- 
tors of efficiency that are considered are his store con- 
duct, the courtesy extended to the customers whom 
he serves as observed by the floor managers, and the 
complaints which come to the management from mis- 
fitting, discourtesy, or any other reason. This store 
goes on the theory that every complaint is a real com- 
plaint so far as the attitude of mind of the customer 
is concerned, whether it is considered just or unjust 
by the store. 


Commissions and P.M.’s Paid Semi-annually 


One of the most progressive of Chicago’s retail concerns 
operating several stores pay their help a weekly drawing 
account according to the needs of the individual salesperson. 
Girls and unmarried men usually receive less actual drawing 
account than the married men, although the percentage or 
commission received in each department is the same re- 
gardless of the sex of the employee, so that in the end the 
actual earnings of the salesperson is dependent on the amount 
of merchandise actually sold. The drawing account is 
paid weekly while money earned as P.M. is figured in on the 
deferred payment along with the difference between the 
actual earnings on a commission basis and the drawing 
account. This amount is paid at the end of each semi- 
annually period, although the salesperson has the option of 
drawing against this account if he so, desires. This plan has 
been in vogue in this store for about seven years although 
the rate of commission has been shifted several times during 
this period. This firm also pays a bonus at the end of each 
year according to the length of time ‘the employee has been 
in service at the store. Very few firms of the country can 
boast of a more healthy, prosperous growth than can this 
concern. 

They are not only known locally, but nationally known, 
for their progressive methods of merchandising. The un- 
usual growth and prosperity of this concern is due very 
largely according to one of the members of the firm to their 
plan and system of paying their salespeople. Weekly meet- 
ings are held, where all sorts of topics are discussed both by 
the firm and the employees. The most hearty good-feeling 
exists and the store is somewhat like one large happy family, 
each working for the betterment of all, and all working for the 


betterment of each. The salespeople in this store on an 
average earn at least one-third more than their weekly draw- 
ing account or what they would be able to earn on a flat 
salary basis. Complaints of inattention by the customers 
are very few even the most fussy customer seldom having 
any complaint to make along this line. 


Bonus by P.M. System 


Another concern who has stores scattered all over the 
middle west and who in the near future will probably invade 
eastern cities adopt a different plan, but fully as equitable 
in profit sharing among employees. This concern sells 
medium priced shoes for both men and women. No real 
cheap plunder and no real high priced fancy stuff. They 
pay a weekly salary based on the actual sales of the sales- 
person as shown by past records. They pay liberally by a 
P.M. system for selling short lots and slow movers. Sales- 
people get twenty per cent on all findings, laces, etc. The 
average earnings throughout the various stores per sales- 
person on this class of goods is $2.50 per week, some salesmen 
averaging $5 a week from this source. 

In each store is a hosiery department and when a sales- 
person takes a customer to the hosiery department he re- 
*ceives 5 per cent on sales made to this customer. The 
average earnings of salespeople from this source is $5 a week 
and in many instances will run double this amount. 


A High-Day Bonus 


Salespeople are also paid a bonus for “high days” which 
is to say, that whenever a salesman booked for a certain day 
runs $200 or over, gets an amount which is fully equivalent 
to a half days pay. Probably no group of chain stores in 
the country has a better class of help than has the group re- 
ferred to above. Their managers are well paid; their pay 
being based on a drawing account and a percentage of the 
gross amount of business done by that individual store. 
The sales people are happy and contented and it takes 
mighty strong leverage to pry one of them loose. 

Contented, happy salesforce is always an indication of a 
prosperous, successful store. Always such a store is a small 
democracy; neither Czarism nor Bolshevism holds sway. 


The Rights of Both Parties 


The war has taught us many lessons; one of the most 
beneficial of these is the recognition of the rights of the other 
fellow. Employers are beginning to recognize that the 
mental attitude of employes is a factor to be reckoned with 
because the contented, happy employe is the profitable 
employe. 


A Premium for Continued Service 


Profit-Sharing on a Percentage Basis 


Another system to encourage salesmen and put the selling 
of shoes on a higher basis is that worked out by another well 
established store of Boston. The salesmen of this store 
receive a commission on their sales multiplied by the number 
of years they have been with the store. 


For instance, this store would give a man 2 per cent 
on his sales: if he has been with the store 25 years, he 
would get 25 per cent in addition of that amount. If 
he has been with the store 10 years, he would receive 10 
per cent additional. To illustrate, it is decided first 
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PROFIT 
SHARING 


Your Store Is No Bigger, No Better, No Stronger Than 
the Men and Women Who Sell Your Merchandise. 








METHODS 


what percentage the firm is going to allow to each 
salesman, it may be 1) per cent or it may be 2 per cent 
for the year. A man’s sales are then reckoned. If a 
man sells $25,000 worth of shoes during the year at 2 
per cent of his sales, this would amount to $500 for his 
share of the profits on the sales. If he has been with 
the store 10 years, he would get an additional $50 or 
10 per cent on the $500 making his total profit-sharing 
for the year $550. 


System in Force for Four Years 


This system of commission and percentage has been in 
force in this store about four years. Previous to that, by 
some three years, there was a system devised for profit- 
sharing. A salesman in this store receives a fixed salary. 
When this firm started to recompense salesmen in addition 
to their salary, it gave them all the recompense in stock. An 
arrangement was then made on a half stock, and a half cash 
basis. The last time that profits were shared, one-half was 


given in cash and half Liberty Bonds. The idea in giving 
both stock and Liberty Bonds is to arrange so that a man 
may have something saved up by giving him something in 
the form of aninvestment. While the profits are distributed 
once a year, the adoption of a semi-yearly payment is now 
being considered. 


Results—Increased Business 


One salesman has been with this firm for 51 years, this 
man is a Civil War veteran who commenced work right after 
the war of 1861, as a very young man. There are five men 
who have been with the concern for over 25 years, one man, 
for over 40 years and ten men for 20 years. 

Profit sharing makes these salesmen work together, as the 
members of a united family, for the best interests of the firm 
—and through their many years of scientific shoe fitting and 
shoe merchandising, a greater volume of business is trans- 
acted yearly. 


From a Retail Store Salesman 


On Preference of Commission Basis Over Straight Salary 


By GEORGE B. HARRELL, Robinson Shoe Co., Kansas City, Mo. 


Kansas City, Mo., April 21, 1919. 
“To “The Boot and Shoe Recorder:” 

The reasons why I would prefer to work on a commission 
salary basis rather than a straight salary, are as follows: 

1. Every ambitious salesman is liable to over-estimate 
what he is worth to his employer. The commission basis 
works automatically to give each salesman exactly what he 
is worth. It does not become necessary for the salesman to 
sell for a year or any period of time to demonstrate his 
ability, and receive pay the following year for what he did 
last. In other words, as you demonstrate your ability you 
receive your pay. Opposed to this argument one might say 
that one salesman is worth more to his employer because of 
his ability to fit and to please his customer. Granted, of 
course, this is true, does it not act in favor of the salesman 
as well as the employer? For the extra service given the 
customer one is amply paid by the “personals” developed in 
this manner. It is most certainly a pleasure, after having 
waited on a customer on your “turn up,” to have another 
waiting because you made especial effort to please him the 


last time. 
A Stimulus to Ability 


2. The commission basis acts as a stimulant to your 
selling ability. When a customer walks out on you under 
this basis of pay you see from 35c to $1.25 of your money 
going out with him. It is to your interest, as well as the em- 
ployer’s, to get his money. I have worked under both 
systems, and believe I would lose at_least two times as many 
customers under a straight salary basis. I believe the dif- 
ference is partly psychological and partly mercenary. One 
might say that, due to this enthusiasm, the salesman is prone 
to sell misfits and not give “lookers’” proper attention. 


As to misfits, granted the salesman is weak-spined enough 


to deliberately sell them, I believe the store policy will pre- 
vent absolutely any such trouble. For instance, in the 
Robinson store if customer complains to the management 
about misfits, if the fault is with the salesman the store has 
the right to charge the salesman for a new pair of shoes. 
In my three years’ service I have never seen a salesman have 
to pay. In regard to “lookers’”—make “‘personals’’ out of 
them. Sometimes they buy when you least expect; and 
every man on the floor knows before long that the better you 
treat them all the more you will sell in the end. Mr. Will B. 
Back very often comes if you give him service he does not 
get elsewhere. 
Figure Earnings Day by Day 

3. One is paid for the business he personally draws to the 
store. Any salesman worthy of the name has a following 
among his friends. Of course, most employers take this 
fact into consideration when figuring a straight salary. I 
would rather figure my pay every night and feel certain that 
for each one of my friends who buys I automatically receive 
my reward. 

4. There is a great amount of mental satisfaction in 
figuring from hour to hour, day to day, week to week, how 
much you are making. Time passes faster, everybody is 
“on his toes,” and when the customer walks in he is assured 
of prompt and courteous treatment because your heart is in 
the work; we work for ourselves, and have a feeling akin to 
the man who owns the business. There is a friendly rivalry 
between salesmen to see who has the highest book for the 
month and to see who carries away the ‘‘spiff’’ honors. 
Opposed to this rivalry it might be said that the customer 
might be put ill at ease by two ambitious salesmen approach- 
ing him at the same time or by disputes between salespeople. 
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No Man Has a Right to Demand More for His Serv- 
ices Than He Has Rendered in Actual Good to the 


Institution. 
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This difficulty is overcome by the floorman if he uses a 
practical call system and by gentleman agreements between 
salespeople. For instance, in our department we do not 
count anything under two dollars a sale, and therefore not a 
“turn up.” This is not a rule of the store, but only one of 
the minor details that has worked out itself. 


The P.M.’s at 5 Per Cent Over 


5. If you sell discontinued and out-of-date stock you 
again can figure this service in your pay envelope in the 
form of “P.M.’s.”” Our “P.M.’s” are figured at 5 per cent 
above the straight commission. Under this system we never 


have old stock, even our ‘‘P.M.’S” are relatively new, and 
our conscience cannot hurt us for selling very old stock. 
The stock is always fresh, very salable, and this makes it 
easy to sell more and to sell faster.’ One feels that if they 
will not buy “P.M.’s’”’ they can’t help but buy our regular 
stock. 

In conclusion, if you receive pay automatically according 
to your ability, if the commission basis stimulates your sell- 
ing ability, if you receive pay for your personal following, if 
you are mentally contented, and if you receive‘P.M.’s’’ on 
discontinued stock, what more can you ask than to work for 
an employer who gives you those privileges. 


The Acid Test Applied to Compensating Systems 


Increase in Volume of Business and Profitable Operation of Store by Profit- 
Sharing Methods 


Boot and shoe merchants, particularly those operating 
large stores with interior sales organizations of considerable 
size, doubtless will find much of interest and profit in the 
experience of a large department store in a Wisconsin city of 
about 30,000 population, with the plan of using the per- 
centage system of paying salespeople as a solution of one of 
the most perplexing problems of .store management and 
merchandising. 

Gustave W. Buchen, manager of J. & W. Jung Company, 
Sheboygan, Wis., in an address before the recent annual 
convention of the Wisconsin Retail Dry Goods Association, 
described in detail the method of operation of the per- 
centage system as evolved for the particular purposes of the 
establishment and applied to the various departments of 
this store. He pointed out the remarkable success which 
has attended this system during six months of operation, in 
which time is passed the “acid test’’ of special hazards and 
conditions involving, for instance, the fag-end of a war-time 
period; a Fall, holiday and Winter merchandising season; and 
an epidemic of influenza which created probably the most 
adverse effect of any widespread presence of disease or ill- 
ness that has ever been experienced by this.or any other 
store in the Middle West. 


Increase of Personal Earnings 


Since the introduction of the system, Mr. Buchen said, 
department managers report that the clerks are more active 
and alert; they solicit prospective sales outside of the store 
by telephone, by mail, and in person; they approach cus- 
tomers more promptly, show more goods, send fewer goods 
out on approval and close more sales; and in all respects 
exercise better salesmanship, all of which has a decidedly 
good effect upon the volume of business and profitable 
operation of the store and keeps salespeople better satisfied 
and improves their loyalty by the appeal of increased personal 
earnings. 

While Mr. Buchen, in this particular instance, employed 
the experience of the women’s ready-to-wear section with 
the percentage system, he explained that it worked out 


equally as well in the shoe department and other sections of 
the store. He said in part: 

“The commission systems in the various stores in which 
they are in operation differ considerably in detail, due to the 
special conditions prevailing in each establishment or locality 
and to the individual merchant’s opinion of the proper 
compensation to be paid to his salespeople. The methods 
do not differ in principle, however, nor in essential particu- 
lars. Practically all of the systems are built upon three. 
fundamental features. 


The Basic Percentage to Begin With 


“The first feature is the establishment of a basic percentage 
of quota of expense which represents the amount which the 
merchant considers necessary or desirable to expend for 
selling the goods. This figure is determined in the following 
manner: The cost of selling goods in a given department is 
estimated by taking the average payroll of the selling force 
in that department for a period of years. Thus, if the 
salaries of the clerks in a certain section equaled 5 per cent 
of their sales in 1916; 3 per cent in 1917, and 4 per cent in 
1918, their average selling expense for the three-year period 
is 4 per cent. This would appear to be a reasonable amount 
for the women’s ready-to-wear department in the ordinary 
store. Should it not be equitable, however, the merchant 
makes such adjustments as his judgment and the experience 
of other merchants may indicate as being necessary and fair. 

‘“‘Now, obviously, this basic percentage cannot be uniform 
throughout a store. It varies in the different departments. 
For instance, it costs less to sell $100 worth of furs or draper- 
ies than to sell $100 worth of notions or toilet articles. But 
while the basic percentage varies in different lines, the 
method of computing it is identical in all cases. 


Must Sell Quota to Get Salary 


“The basic percentage established, each individual clerk 
is expected to sell a sufficient quantity of goods so that her 
regular weekly salary will at least equal this percentage of 
her sales. In other words, again taking the women’s ready- 
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PLAN S 


to-wear department as an example, a clerk who is paid $10 
a week is expected to sell $250 worth of goods, which is called 
the quota. If she does not exceed this, she is considered to 
have earned her salary and no more. 

“Right here is where the systems differ in various stores. 
In some, the selling quota is the same throughout a depart- 
ment, regardless of whether the salaries of all the clerks are 
the same or not. In others, each clerk has her own in- 
dividual quota, depending upon the salary she receives. 
Thus, in our ready-to-wear example, a clerk drawing $10 a 
week has a $250 quota; a clerk drawing $12 a week has a $300 
quota, and so on. 


Increases On Percentage Base 


“The significance and practical working out of these quotas 
will be further discussed in connection with the second feature 
of the commission, namely, the payment to the salespeople of 
an extra compensation for all sales above their quota. The 
amount of this extra commission varies considerably in 
different stores. Some pay their clerks half the basic 
percentage for all overage in sales, and it works out 
this way: If a $10-a-week clerk in ready-to-wear sells 
$400 worth, she has exceeded her quota $150, and is there- 
fore paid half her basic percentage, that is 4% of 4 per cent, 
or 2 per cent on this extra $150, making an addition of $3 
to her regular weekly salary. 

“Other stores pay the same percentage for excess sales as 
for quota sales, as 4 and 4. Still others pay 4 and 3, or other 
intermediate amounts. Personally I feel that an extra com- 
pensation of half the basic percentage is too low, and that 
the basis of equal percentages is more nearly correct. In 
fact, it would seem to be no violation of the principles either 
of logic or good business in making the extra rate even higher 
than the basic rate, say 4 and 5, or 4 and 6. It would bean 
added incentive to speed up sales just as the premium 
system in factories speeds up production. And what is of 
equal importance, the percentage of overhead expense of the 
department would not be increased thereby. Investiga- 
tions reveal that the total cost of doing business in the coat 
and suit department of the average store is between 20 per 
cent and 25 per cent. Of this amount, only 4 per cent is 
for the salaries of the selling force, a surprisingly low pro- 
portion of the total overhead when we consider that labor is 
ordinarily the largest single item of expense. 

‘‘Now, obviously, any increase in sales decreases the per- 
centage of overhead. A higher compensation rate on excess 
sales unquestionably increases selling expenses and likewise 
increases total overhead, but it also increases sales and 
thereby reduced the percentage of overhead; and the per- 
centage of decrease in overhead is bound to exceed the per- 
centage of increase in selling expense. 

“In short, money paid out in salaries where it produces 
the immediate, substantial and direct results which it does 
under the commission system is perhaps the least expensive 
method of increasing business which is at the merchant’s 


command. 
An Illustration Given 


“To refer back to the subject of the rate of commission to 
be paid. In those stores where the clerks in a department 


are paid different salaries and where the commission rate is 
smaller than the basic percentage an unjust situation de- 
velops which can be best explained by an example. 

““A $10-a-week clerk whose quota on a 4 per cent basis is 
$250, and who sells $400 worth, exceeds quota by $150. If 
she is paid 2 per cent on overage, she received a commission 
of $3 or a total income of $13. A $12-a-week clerk whose 
quota on a 4 per cent basis is $300, and who also sells $400 
worth, exceeds her quota by $100. If she is paid 2 per cent 
on overage, her commission is $2 and her total income is $14. 
Both clerks sell the same amount, $400, but the one gets $13 
and the other, $14. This is manifestly unfair, but the in- 
justice is easily overcome by raising the salary of the one 
girl from $10 to $12 if her sales from week to week warrant it. 

“In those stores or departments where the basis of equal 
percentages exists, as 4 and 4, the situation just mentioned 
does not arise. To illustrate: A $10-a-week clerk whose 
quota on a 4 per cent basis is $250, by selling $400 worth, 
has an excess of $150. If paid 4 per cent on excess also, she 
receives a commission of $6, making her total income $16. 
A $12-a-week clerk whose quota on a 4 per cent basis is $300, 
by selling $400 worth has an excess of $100. If paid 4 per 
cent on excess, her commission amounts to $4, and her total 
income also amounts to $16. Wherever the basis of equal 
percentages prevails, the salespeople receive the same 
amount of compensation for selling an equal amount of 
merchandise, regardless of what their fixed salaries may be. 

“In my opinion, the most satisfactory plan, however, is 
that of one uniform selling quota throughout a given de- 
partment. With only a single quota to deal with, it is 
immaterial whether salaries are the same or not, and whether 
the percentage of commission equals the basic percentage 
or not. It is by far the simplest plan and at the same time 
it provides equal rewards for equal results. The selling 
quota is determined on some equitable basis, for instance 
by the showing of the average clerk, whose salary we will 
presume is $12. On a 4 per cent basis all sales must there- 
fore reach $300 a week. Suppose that in one department 
there is also one girl with a fixed salary of $9 a week and 
another of $15 a week. Suppose, also, that each of these 
clerks sells $500 worth and that the commission percentage 
is only 3 per cent. (Notice that the basic and commission 
percentages are not equal.) How are their incomes affected? 

“Each of the girls receives 4 per cent on the first $300, or 
$12. They also receive 3 per cent on the excess of $200, or 
$6, making the total income $18 for each of the three, the 
first receiving in addition to her salary a commission of $9, 
the second, $6, and the third, $3. The only difference be- 
tween them is that those with the higher salaries are assured 
of a higher fixed income all the year round. 


How Deductions Are Made 


“By this time the question has undoubtedly arisen in 
your minds as to what is done in case a salesperson does not 
sell a sufficient quantity of goods, as determined by the basic 
percentage, to earn her salary. This brings us to the third 
feature of the commission system, namely, making deduc- 
tions for failure to reach the required quota of sales. 

“It operates as follows: Suppose a $10-a-week clerk whose 
quota is $250 sells only $150 worth. Her sales then are $100 
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The Retail Service Pipes Are Clogged by the Flat Sal- 
ary System—Writes an Observer in Seattle. 
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below expectations and she has incurred a loss for her em- 
ployer of $4. She receives her $10 salary at the end of the 
week, nevertheless, but the $4 are charged against her; and 
she must make good all losses of this nature before she is 
again paid a commission. 

“This feature operates as a powerful incentive to the 
salespeople to put forth their best efforts at all times, even 
during the dull season when it is more difficult and some- 
times impossible to maintain the volume of sales. Knowing 
that they will not receive any commission again until all 
losses are made up, they will strive to prevent their sales 
from falling any lower than they can help. 


“Commissions, by the way, should be paid at frequent © 


and regular intervals, preferably every week, or at least 
once a month. If payments are made at longer intervals 
—quartlerly, semi-annually, or annually—the effectiveness 
of the system as a stimulator of sales is largely lost. Sales- 
people, like everyone else, want results that are direct and 
immediate as well as substantial; and it is a fact not to be 
denied that a crisp new bank-note in the hand is worth, not 


twice, but many times its amount in credit on the books. 

“Even under the wholly unusual conditions prevailing 
during the six months during which we have been operating 
on the percentage system it has been demonstrated to our 
entire satisfaction that the plan is a decided success. Our 
records show that in those departments where it has been 
tried, the salespeople increased their sales to such an extent 
that they received total incomes of 13 per cent to 70 per cent 
more than they would have received on the straight salary 
basis. The story of the success of the system is not told in 
figures alone. Our department managers report that since 
the system was introduced, the clerks are more active and 
alert, that they solicit prospective sales outside the store by 
telephone, by mail and in person, that they approach cus- 
tomers more promptly, show more goods, send fewer goods 
out on approval, close more sales, and in all respects exercise 
better salesmanship. Take all in all, we are very well 
satisfied with the commission or percentage system of paying 
salespeople and are continuing it on a scale that will soon 
cover our entire business.” 


Clogging Service by Flat Salary System 


An Interesting Letter from C. A. White of Seattle, Washington 


In your issue of the 5th inst., under the caption “YOUR 
SALES PEOPLE” you have introduced to the shoe mer- 
chants of this country a most important step in “GETTING 
MORE SHOES SOLD RIGHT” and I beg to raise my 
voice in commendation. : 

During some twenty years it has been my pleasure to have 
associated myself with the retailing'of shoes in varying 
capacities and with much concern for the many who are 
endeavoring to bridge over into this new period of recon- 
struction, your article prompts these few words in an effort 
to aid, even though slightly, in right thinking and harmonious 
action. Perhaps a few recent experiences of actual contact 
will serve the purpose for which they are intended and 
illustrate more vividly how the retail service pipes are 
clogged by the flat salary system. 


Everything Settled Except Salary 


Some few weeks since a friend was directed to the super- 
intendent of employment in a large department store, doing 
an annual volume of millions. A diplomatic floor-man was 
needed by this organization and as this friend had received 
several years training in a similar capacity in a much larger 
store it was easy for him to pass the examinations and with 
a prompt investigation of his references over the ’phone the 
applicant was accepted, everything was settled except that 
insignificant question of salary, the applicant was impressed 
with the uncertain condition of the market and the necessity 
of reducing the “‘overhead” due to contracting profits and 
after due reflection a salary of $27.50 for a week of 48 hours 
was offered and promptly declined. That same depart- 
ment store boasts of its $18 scale to women employes 
and investigation shows less than 10 per cent of the women 
employes are receiving a wage above the minimum state 


scale. Two months later this same applicant took up a 
line of work entirely foreign to his experience and is now 


earning a comfortable compensation for his wife and family,. 


he is building on a commission basis. 

Very recently an acquaintance who enlisted with a new 
and well appointed women’s boot shop in this same city of 
over 400,000-souls has gone into other and more prosperous 
fields. This man was induced to enter the employment of 
this firm, coming from a distant home. After ten months 
of hard work he has built a large clientele that will be costly 
to duplicate, this was done on a salary of $40 per week. The 
selling expense of this same firm exceeds 7 per cent, had he 
been working on a basis of say 6 per cent his earnings would 
have been better than the work he is now to engage in and 
the firm would not have lost a top notcher. 

Another friend in charge of the men’s department of a 
family store doing a business of over $600,000 an- 
nually, sold during the year just passed $52,000, his sales 
cost the house less than 414 per cent while the average in 
the same store is above 6 per cent. In another store doing 
a family business of upwards of $200,000, the salaries are 
adjusted frequently to meet the ever changing ideas of a 
drunken, debauched owner. These side lights, showing the 
true situation as it exists today between the employe and 
employer are contained within the limits of one of America’s 
leading cities, is it surprising then that Bolshevik and other 
poisonous ideas find fertile soil for advancement? 


Getting What He Earns 


Every American with the right blood in his veins wants 
and is entitled to what he rightly earns, no less and no more. 
Why then should a salesman who is proficient in selling 
shoes at retail, able and willing to promote that under- 
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standing necessary between the customer and the firm, 
why is this main artery, the great feed pipe which 
supplies the entire shoe industry, so_ inconsistently 
clogged. 

The article referred to offers an equitable solution to this 
pressing problem, the commission plan has long since been 
recognized in every important branch of selling, it should 
“carry on’ to each and every field of labor. Under this 
system a salesman stands or falls on his merit and if quali- 
fied he ‘“‘works with the firm for himself.”” Under the flat 
salary system he works for the firm to the extent he feels 
necessary to hold his job, resulting in a great loss to himself 
and an equal loss to the industry as a whole. Clean out the 


flow pipes, wipe off the camouflage, sign a treaty of peace 
which will clean the slate of secret misunderstandings, do 
away with cheap political intrigue and make the shoe store 
safe for the honest shoe salesman. Realize that it is he 
who must perform a service to society whichis of far more 
importance and a service far more difficult to master than 
most of the trades where twice the compensation is obtain- 
able. Let the good work you have launched continue, its 
the all important link between the cash drawer and the 
public purse. Educate the merchant to see and under- 
stand that the sap of his tree must reach its proper and 
natural distribution through the salesforce, if there is to be 
a steady and increasing supply for himself. 


Plan Working Six Years 


The Bonus System of Willson’s Shoe Shop in Excellent Operation 


The Bonus System as carried out in Willson’s Shoe Shop 
and in the other stores of the Rice & Hutchins Retail Depart- 
ment, has been in effect about six years. The method of 
operating this Bonus System is original with Mr. Willson, 
the idea coming from one of the National Shoe Retailers’ 
Conventions. There is probably no other store in the coun- 
try conducting the system of bonus payments in the same 
manner. Mr. Willson says: 

“This Bonus System is one of the many important lessons 
which I have learned by attending the National Shoe Re- 
tailers’ Association Conventions. I have been attending 
these conventions very closely since 1911. I have put many 
hours into association work, in fact I do not think that I have 
missed a meeting since I have connected with the association, 
but it has been time well spent, meeting the other fellow 
and exchanging ideas for mutual helpfulness. 


Explanation of Operating Methods 

“‘When we hire a salesman we pay him a drawing account 
according to his experience. If a man has had much experi- 
ence, he is worth more than a man who has not had any. We 
might pay a man on entering our employ, anywhere from 
$18 to $22 a week. The percentage of commission is deter- 
mined after we have had some experience with him. For 
example: If it was decided that his sales in a certain depart- 
ment warranted his being paid on a 6 per cent basis, that 
would be the rate. This is paid to the salesman at the end of 
each three months. We figure 6 per cent of his total sales 
for that period; the difference between his commission at 6 
per cent on total sales and the amount paid him on his draw- 
ing account would be his bonus for three months. 

“For illustration—If a salesman sold $6,000 worth of 
goods in three months, this amount at 6 per cent would be 
$360. If his drawing account was $20 a week, in three months 
or thirteen weeks, this would amount to $260, so that this 
salesman would receive in addition to $260 an extra $100, 
making $360, or what he has actually earned at 6 per cent on 
his sales. This we call our Bonus System. 

“We also use the P.M. system, or weekly commission 


system. Inducements are placed upon different lines 


of shoes which we want to move quickly. These 


P.M.’s are not reckoned against the bonus at the end 
of the three months but are paid weekly. For instance: If a 
man earned ten dollars in P. M.’s this would be paid him to- 
gether with his drawing account at the end of each week. 
Therefore the drawing account, the P.M.’s and the bonus 
give the men a stimulus to sell many thousand dollars’ worth 
of shoes quickly, and satisfactory to the customers. Our men 
are making good on this arrangement and the stores making 
steady progress. 


Percentage Differs with Work of Salesmen 


“Referring to the Bonus System, I would state that the 
percentage paid the salesman varies according to the store, 
or work in the store. For example: A man selling children’s 
shoes would usually receive a larger percentage than the one 
selling women’s shoes and the percentage for selling women’s 
shoes is generally larger than that for selling men’s shoes. If 
we have a salesman whose duties are taken up part of the 
time with some store detail, we give him a larger percentage 
than a salesman who devotes his entire time to selling shoes, 
because otherwise the salesman would not have a fair show. 


Quarterly Payments of Bonus 


“The Bonus System is by far the best way for compensating 
salesmen and there seems to be at the present time far more 
satisfaction than with the flat salary basis. Our Bonus 
System as operated is in reality a profit-sharing system, as all 
bonuses are paid out of profits. I feel that this gives the sales- 
man more of an incentive to take a keener interest in the wel- 
fare of the store. In other words to work as if the business 
were his own. Our quarters fail due the middle of February, 
May, August and November. The reason we divided the 
year in that way, rather than according to the calendar 
months, commencing with the first of January, is that we get 
some of the good season and some of the slow selling season 
interspersed. We arranged it so as not to have all of the sales 
of the dull season figure in any one quarter. This gives us a 
better average selling quarter. 


(Continued on page 48) 
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Tanneries of the Thayer-Foss Company at Peabody and Woburn, Mass. 


Twenty-five Years in Business 


Thayer-Foss Company, Tanners, of Boston, Celebrate Twenty-fifth Anniversary 
May 1---Harry I. Thayer Has Been a Leader in Trade Organization Work, - 
Now Being President of New England Shoe and Leather Association 


REVIEW of the leather business from the production 

to the selling end for the past twenty-five years would 

include a history of the most important stage of its 
development. It is during this period that the advantages of 
machinery and processes have been brought to their utmost 
use. This period shows a growth which is little short of mar- 
velous, with a corresponding progress in the quality of the 
various leather products. 

In 1894 when patent leather, as made in this country, was 
somewhat of a speculation and new producers were looked 
upon with no little skepticism, Harry I. Thayer, then prac- 
tically a boy, went out to Haverhill and started a leather 
commission house under the name of Thayer, Foss & Co. 
Later the firm moved to High Street, Boston, then to the 
Albany Building and afterwards to 15-17 South Street, Bos- 


ton, where the concern changed to Thayer Foss Company and. 


on May 1 celebrated the twenty-fifth anniversary of their 
entrance into the leather business. 


First Tannery at North Leominster, Mass. 


The writer remembers when, at their first tannery out at 
North Leominster, Mass., this concern had its troubles in 
getting the right quality, a lacquer that would stay, and 
would not crack or peel. Numerous superintendents well 
known as expert tanners experimented before results were 
satisfactory to the president, who wanted nothing less than a 
quality which would be a good investment for his customer 
and not merely a sale. 

Few know today probably of the great amount of energy 
which Mr. Thayer put into the tannery end of the business 
in the early days, or of the discouragements of all kinds en- 


countered, when capital regarded a new patent leather idea 
as a risky proposition. It required the same courage and 
confidence to “‘put it over’ with which the trade has since 
become familiar as characteristic of Mr Thayer. 

Processes for making patent leather have improved much 
in twenty-five years. The firm first dealt in viscolized patent 
and enamelled bark leather, which was formerly used for dress 
shoes and while located in the Albany Building, about twenty 
years ago, Mr. Thayer conceived the idea of chrome tannage 
for side leather lacquered on the grain, the first successful 
chrome patent side leather. After some experiments a most 
satisfactory leather was placed on the market which had a 
ready sale. Many improvements have since been made and 
other lines added and while ‘‘Paramount” was the “baby,” so 
to speak, Thayer-Foss Company have for some time made a 
considerable line of upper leather in grain, sides, and splits, 
in black and colors at their extensive and modern plants at 
Peabody and Woburn, Mass. 

Thayer-Foss Company started in what was known as the 
Harrison Tannery at North Leominster, Mass. It was there 
that they brought out their first chrome, patent stock and 
when that was successfully introduced they moved their 
manufacturing plant to Peabody, Mass., in 1904 at which 
place they have made “‘Paramount” successfully ever since. 


Large Plant at Peabody and Woburn 


They have a large plant at Peabody for taninng their vari- 
ous makes of leather and a japanning plant at Woburn, Mass., 
with spacious offices and salesrooms at 15-17 South Street, 
Boston, Mass. Besides their extensive business in the United 
States, Thayer-Foss Company have agencies in England, 
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France, Australia and South America and agents on the 
Pacific Coast who cover the Straits Settlements as well as the 
Orient. During the war the firm was very active in manu- 
facturing Army leather. 

Aside from being active as a tanner and merchant, Mr. 
Thayer has devoted at least one half of his time and some- 
times all of it in his tireless efforts in behalf of the trade. 
In organization work of all kinds for trade purposes he has 
ever been working in the ranks or at the head of the work for 
practically 15 years. He has visited many parts of this covn- 
try as well as Europe in following out lines which all return 
benefits to the trade as a whole. 


Mr. Thayer’s Great Service to the Trade 


He was elected a director of the New England Shoe and 
Leather Association in 1909 and was made a member of its 
executive committee, serving in that capacity for several 
years. In recognition of his valuable services to the associa- 
tion he was elected its president in 1916 having been re-elected 
for his fourth term last January. No 
one has rendered more continuous and 
constructive aid in this organization 
than Mr. Thayer. 

As the official head of the organiza- 
tion he has represented it at many Na- 
tional Conventions, both in and outside 
of the trade, and has ever been ready 
to give freely of his time and means to 
promote the interests of this well-known 
organization and its members. He has 
represented it at annual meetings of the 
Chamber of Commerce of the United 
States, conventions of the National For- 
eign Trade Council and various other 
meetings and conventions dealing with 
shipping, railroad, tariff, legislation and 
other questions of importance to busi- 
ness men. 

In the meantime the National Asso- 
ciation of Tanners was organized, and 
Mr. Thayer was one of the most influ- 
ential representatives of the tanning 
industry in getting this useful organiza- 
tion on its feet. He served for a time as 
its treasurer, and was active on sev- 
eral of its committees. 

When the association was merged with the Tanners’ Coun- 
cil, as an outcome of war conditions, Mr. Thayer at once took 
hold with enthusiasm to help make this a great instrument 
for the benefit of the industry and the country, and was later 
elected as its General Treasurer. 


Member of European Delegation 


His most recent exhibition of trade spirit was in accompany- 
ing the “Boot and Shoe Recorder” delegation of shoe and 
leather men on its recent visit to England, France and Italy 
for the purpose of making a first-hand study of economic 
conditions in these countries. Mr. Thayer took this trip at 
considerable sacrifice, and most ably represented the American 
shoe and leather industry in his official capacity during the 
memorable expedition. Since his return home he has made a 
number of public addresses descriptive of conditions as he 
found them on the other side, and his fellow-directors in the 
New England Shoe & Leather Association in appreciation 
of his fine spirit, lately adopted a resolution thanking him 
for the able way in which he represented the industry while 


abroad. 
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PLAN WORKING SIX YEARS 
(Concluded from page 46) 


The Store’s and Salesman’s Interests Identical 


“The Bonus System puts the salesman on the same basis as 
if he were running a store of his own. His returns are in 
proportion to the volume of business he actually does. We 
find that the salesmen under this arrangement hold customers 
better, they get in earlier in the morning, they are not apt to 
take extra time at noon as they are anxious to return to sell 
more shoes. The last customer who arrives just at closing 
hours is as well taken care of as the first customer of the day, 
because the salesman knows that if he sells a $10 pair of shoes, 
he receives 60 cents for his payment thereon if working on 
6 per cent. 

In Operation for Six Years 


“This Bonus system has been in operation in our stores for 
about six years.- Its effectiveness is proved from the fact that 
during the war, when many stores 
were losing salesmen on account of 
the question of salary, we did not lose 
our men for this reason alone. Of 
course many of our men went into 
the service from patriotic reasons. We 
lost some who left to work in war in- 
dustries, but none left because the 
remuneration was unsatisfactory.” 


Farming and Employ- 
ment Discussed 


Timely Topics Before Boston Shoe 
Trades’ Club 


The regular Wednesday meeting of 
the Boston Shoe Trades’ Club had the 
combination features of “Better Farm- 
ing” and “Soldier Employment.”’ Under 
Presiding Officer Thomas F. Anderson 
the meeting opened with W. Stanwood 
Field on employment. 

Mr. Field told of the problems and 
assistance given the returning soldier. 
The bureau is averaging the placement 
of fifty-one service men per day and filling a place in giving 
employment best suited to each man and his experience. 
The great majority of these service men are the men you 
need. Are we not coming to a shortage of labor—some. 
267,000 men are physically removed by war from further 
work in industry—immigration is nil: and it isn’t so many 
years ago when 1,000,000 workers per year were coming into 
America—the outgo today of men is great as anyone may 
observe if the ports of embarkation are studied. 

An expert on farming, John H. Shirley, Secretary of the 
New England Farm and Food Foundation, told of the relation 
of prices to commodities and the basic place of agriculture. 
Fully 47 per cent of the wages of the New England worker 
goes towards food. 

John C. Clair spoke on farming by rotation of crops and 
also on the development of agricultural colleges. He said 
that agriculture is the greatest science there is, and the 
individualism of the farmer must be directed along the lines 
of co-operation in production and distribution. 
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STYLE 423 — Ribbon trimmed, with patented soft 
sole and heel, Silk pom-pom, All shades. 
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STYLE 437—Ribbon-trimmed cuff with bow tie. 
Cuff and body in contrasting shades. Soft patented 
sole and spring heel. All colors. ; 










STYLE 442—Same, but with leather 
sole and heel. 

















Over One ae 


“Million Ads of Feltwear Quality 


More than one million folks will become satisfied owners of as 
many pairs of CosyToes this year. One million purchases will be 
made on the basis of quality and elegance. And you can depend upon 
it that succeeding purchases will swell this figuré to higher levels. 


You can share in this wealth of sales by placing your order for CosyToes early. Let us help you = 
build a reputation for quality merchandise. Our policy of selling direét to the consumer through 
the. medium of the retailer exclusively makes us, the manufaéturer, responsible. We stand back 
of our product. 

Wire or write for samples and sales proposition. Our representative in your particular locality 
will call upon request. 
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Ask for Ready-to-Ship Catalog 


Standard Felt Company 
Fa&tory and General Offices WEST ALHAMBRA, CAL. 
New York, 117 East Twenty-third St. Chicago, 404 South Fifth Ave. San Francisco, 417 Market St. 
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A Northwestern Shoe Department — 


Cleverly Arranged Findings Cases Sold Over $11,000 Worth of Merchandise 


HE Glass Block Store 
fh of Duluth, Minn., has 
a very attractive shoe 
department. This is finished 
in mahogany. The depart- 
ment is carpeted throughout 
in green. The chairs are 
of mahogany with green 
leather backs and seats. The 
cartons are of green. 
The shoe department carries 
a salesforce of ten, in addition 
to three shoe shiners, a cashier 
and a bundle girl. 


The Store Interior 


The interior of this store as 
shown in photograph contains 
the women’s department of the 
Glass Block Store. On the 
right is the boys’, little gents’ 
and misses’ departments. 

At the rear of this photo-~ 
graph will be noticed the shoe 
shining department. Under 
the balcony is the women’s 
party slipper department. The 
office and sample room is 
located directly above the 
slipper department. 


On. the Second Floor 

On the second floor the re- 
pairing department and stock 
room are located. The repair- 
ing department is fitted with 
all the latest machinery. 


Well Displayed Findings 

The showcases at the front 
entrance to the store at the 
left contain a large variety of 
findings and infants’ soft-soled 
shoes. Two girls act as sales- 
women in this department. 
They also take care of all the 
repairing. Last year this store 
did a business in its Findings 
Department of over $11,000. 


Manager Deppe an Associa- 
tion Head 

C. H. Deppe, manager and 
buyer of the Glass Block Shoe 
department, with whom the 
retail shoe trade of the country 
is well acquainted'as president 
of the Minnesota Retail Shoe 
Dealers’ Association, devotes 
his entire time to the buying 
end, and seeing that the store 


Findings Show Cases at Front Entrance—Clever Display of Merchandise gets the right merchandise. 
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The New Store of Turrell Shoe Co., Seattle 


A Study in Complete and Artistic Store Arrangement 


JHE new store of Tur- 
T rell Shoe Company of hs 
Seattle Washington, is ; e 

located on the corner of a 
busy theroughfare. Its at- 
tractiveness is made _ pes- 
sible through a number of 
beautiful features. The wood 
panels of the windows are 
of walnut; the interior is of 
gumwood. The wall decora- 
tions, cartons, and floor cover- 
ings are blended into the light 
shades of the gumwood. 

The lighting arrangement is 
pretty nearly perfect. Any- 
one entering is impressed by 
the light and airy appearance 
of the room. 

The seating capacity is at 
present two hundred. This 
can be increased if necessary. 

This store occupies four 
floors, main, mezzanine, base- 
ment, and sub-basement. Size 
of rooms 46 x 108. 


The General Arrangement 


On the main floor only men’s 
on’s high grade shoes : ‘ oe ; ” 
and women’s high grade shoes Wrapping Department, Main Floor, and Manazer’s Desk. View Taken from Rear of Main Floor 


are shown. In the basement 
or “downstairs” floor, with 
two entrances from the main 
floor and one from the side 
street, a high grade children’s 
department is located and the 
lower grades in men’s, women’s 
and children’s shoes. This 
latter department is entirely 
separate from the high-grade 
children’s shoes. 

The sub-basement is de- 
voted exclusively to reserve 
stock. The mezzanine floor 
is used for offices at the front, 
ladies’ rest room and stock at 
the rear. - The hosiery depart- 
ment is located at the right 
front in the well created by the 
style of the display windows. 
Lamson’s pneumatic cash 
carrying system is used 
throughout the house. 


The Wrapping Desk on the 
Main Floor 


The wrapping desk is located 
on the main floor as shown in 
one of the pictures. Each 
salesman has his own small bin 


Men’s Department at Right, Also General View of Downstairs Floor (Main and Mezzanine 
or compartment into which he 


Floors) at Rear. Taken from Entrance to Store 
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puts shoes which have been 
sold and which are ready for 
wrapping. Anything sold 
which has to be held for a 
short time is placed on top of 
his bin. Each salesman has 
his own cash carrier, and there 
are two dispatching stations at 
the wrapping desk. All cash 
is received on the inside of the 
wrapping desk by the wrapper 
and the change is verified be- 
fore being given to the sales- 
man. The manager’s desk is 
shown at one end of the wrap- 
ping department. 


A Delightful Rest Room 


The rest room, as shown in 
one of the pictures, is equipped 
with two writing desks, one 
table, on which current maga- 
zines are kept and a plentiful 
supply of chairs. The dressing 
room is located at the rear of 
this space. 

On the mezzanine floor, the 
private office, occupied by 
George J. and Walter E. 
Turrell, is in the right hand 
corner. The buyer’s office 
next to that and the general 
office occupying the left half of the office space. 

Opposite the hosiery display case is located the desk to be 
used by customers in making out checks, etc. 

In the close up picture of one-half of the front each plane 
of the window is divided into two compartments, thus giving 


Women’s Display Window with Compartments for Better Display. 
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Hosiery Department; Front Part of Main Floor with Display. ViewTaken from Women’s Section 


four distinct compartments for the use of women’s shoes and 

four on the other side of the entrance for the display of 

men’s shoes. Children’s shoes are displayed in the window 

just around the corner of the side street. These compart- 

ments make it possible to emphasize styles more than is 
possible in the ordinary win- 
dow. Valances have been 
added to the windows, thus 
making the light reflectors 
invisible. 

A freight elevator in the 
building makes it possible to 
handle easily the stock between 
the sub-basement and the 
downstairs or main floors. 


Repair Department 
Methods Shown 


The .repair department is 
located just inside the en- 
trance from the side street. A 
glass partition separates it 
from the downstairs salesroom 
making it possible for cus- 
tomers to see how the repair 
work is handled. Four shoe- 
makers are constantly kept 
busy in this department. The 

’ desk at which shoes are taken 
in for repair is located im- 
mediately above the repair de- 
partment on the main floor. 
In connection with this, an 
electrically operated dumb- 
waiter carries the shoes back 
and forth. 
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“The Most Favored Nation Clause and 
Commercial Treaties and Patents” 


By J. STEVENS ULMAN 


made frequent mention of “The Most Favored 

Nation Clause” in its relation to Commercial Treaties; 
prior to that time, it was not a subject for wide consideration 
or general study in this country. 

For some time, owing to more engrossing subjects which 
have occupied the attention of. the people, “The Most 
Favored Nation Clause’”’ has so to say taken a nap. 

As soon as matters are satisfactorily concluded at Ver- 
sailles, the subject of The Most Favored Nation Clause and 
Commercial Treaties must of necessity become an issue of 
great interest, and as every man is a servant of his country, 
not by conscription but by birth-right, it seems to me that 
the moment is at hand when business men of this country 
must awaken to the necessity of taking a working interest 
in the Affairs of State. Unless they readily conceive this 
necessity, the resultant effect will be the enaction of possible 
iniquitous and disturbing legislation, and the further subjuga- 
tion of vital interests by dreamers, disturbers and profes- 
sional politicians will continuously become more predominant. 


\ BOUT two years ago the newspapers in this country 


Commercial Treaties Expired in 1917 

All Commercial Treaties which we had with foreign powers 
expired by limitation in 1917, and as far as I can learn, no 
‘“‘pour parlers” of serious moment have taken place as to the 
formulation of new treaties, with the exception of one with 
Spain, where I understand a satisfactory working arrange- 
ment has been arrived at. 

The war, and the victory of the Allies, will of necessity 
place a changed complexion on any new treaties that are to 
be formulated, and it can be taken as a foregone conclusion 
that the United States will never again be placed in the 
ignominious position that existed prior to the war. 

Armed with letters from the Department of State, I made a 
study of this question in the Spring of 1914, just prior to the 
outbreak of war, and ex-Ambassador Herrick and the Presi- 
dent of the American Chamber of Commerce in Paris rendered 
me much valuable assistance. 

Ambassador Herrick had already commenced his fight for 
American business interests and had had many conferences 
with the French Ministry and he received the assurance that 
the Frenck Government, who felt so closely related to the 
United States by ties of insoluble amity, would at all times do 
what was possible to foster and cement this feeling of brother- 
hood. 

Ambassador Herrick thereupon forwarded important com- 
munications regarding his interviews: to the State Depart- 
ment, but very soon thereafter Hell broke loose by the 
dastardly actions of the Huns, and the State Department 
undoubtedly became so overburdened with momentous and 
crying burning issues of the moment, that they were unable 
to give further and immediate consideration to France’s 
willingness to remove barriers which then existed and still 
exist against American business interests. 


Commercial Treaties by Business Men 
In June 1914, I laid before the Department of State the 
proposition that American interests would best be served if a 
Commission or Commissions be appointed, composed of ex- 
perienced business men, and sent abroad to formulate the re- 


arrangement of such commercial treaties, before being defi- 
nitely concluded by the Department of State. 

My argument being, that such Commissions could give their 
undivided time and attention to the subjects under con- 
sideration, while if left for negotiation by the Department 
of State with Foreign Embassies, it could not receive the 
same minute, continuous and thorough study and investiga- 
tion that a group of experienced business men could give. 

In an interview with President Wilson, he assured me that 
he would give the matter his usual careful consideration. 

It would seem to me that the primary and fundamental 
condition of any negotiation with a foreign power must be, 
that the United States receive “the most favored nation 
treatment,’ and it must be considered below our dignity to 
even initiate the negotiation of a Commercial Treaty unless 
this condition is prima facie and sine qua non. 


Framing of New Tariffs 

The necessities of the reconstruction of our present Tariff 
are now being generally discussed and while this will un- 
questionably be a burning issue for some time we must take 
into careful consideration that since the enactment of the 
present tariff law that the framing of a new tariff has been 
removed from sectional political dicker, to be handled hence- 
forth by a Tariff Commission and let us pray that the hand- 
ling of Tariff by a Commission will prove happier and more 
successful for the country’s interests than the domination of 
the railroads by the Interstate Commerce Commission. 

The framing of a new Tariff must be interdependent on 
three prime factors: 

First:, Prior to the War labor in all foreign countries 
was compensated on a lower scale than in the United States. 
Has the. war not possibly and probably changed this con- 
dition? The cost of living today is higher in every country 
than in the United States and will continue so, as long as the 
purchasing power of the respective circulating mediums are at 
a discount; and how can this change for a long era with 
circulation based on note issues not backed by staple reserves, 
and where taxation must of necessity absorb a large share of 
the earinng power of the people for decades to come? ; 

SECOND: In order that the stricken nations can ulti- 
mately recoup from their terrible losses, they must find 
markets for their manufactured products, and we cannot 
afford to erect a “Chinese Wall” so that it will render it im- 
possible for them to export their products, else they could not 
afford to continue to take our raw products in ever increasing 
quotas. 

Third: In the framing of a new Tariff Bill serious con- 
sideration must be given to the fact that we must soon 
arrange new Commercial Treaties and if we were to impose 
prohibitory or irksome taxation measures, how could we insist 
to receive the Most Favored Nation Clause in a'l countries? 
If we start with the spirit of good-will to all our neighbors and 
feel that the world is but one large family that ought to live 
together in peace and reciprocal interchangeable relation- 
ship, I feel then that we will be able to frame a Tariff Bill that 
will place us in the Family of Nations on terms of equality 
with the most favored. 

As an instance: In France there is a minimum and maxi- 
mum tariff—The products of those nations which could 
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export all their products to France under the minimum tariffs 
were considered in the most favored nation clause category, 
and while those that could only export their products partly 
under the minimum and partly under the maximum tariff 
were not in the most favored national clause category. 

Therefore this surprising fact confronts us! There are 
only four countries which have not the “Most Favored 
Nation Clause’ with France, and those countries are: The 
United States, Portugal, Hayti and the Congo! 

Is this not below the dignity of the United States and 
something which requires on our part corrective action? 

Furthermore, there are distinct hinderances against 
American manufacturers seeking foreign markets for their 
products, which are unjust, which Europeans do not en- 
counter in their dealings with the United States. 


A Contrast in Welcomes 


Foreigners are at liberty to open offices in the United 
States and travel over the country with samples without 
registration, taxes or molestation of any kind. Abroad an 
American traveler is not allowed to put out a sign, but must 
hide his personality behind the name of an agent for fear of 
the fisc compelling him to pay taxes prior to his achieving 
any results. 

Even free Switzerland, so warm in its welcome to deposed 
and discredited royalty and particularly gracious to Ameri- 
cans when they go there to spend money as tourists, imposes 
all kinds of taxes when an American establishes branches in 
that most attractive country. 

The liberality of our Patent Laws seem to demand restric- 
tion, since the leading industrial countries of Europe have 
enacted Patent Laws placing the American inventor at a 
serious disadvantage, when compared with the position of 
the foreign inventor in the United States. 

In the United States the foreign inventor is required to 
pay but one fee upon the registration of a patent, without 
the imposed obligation of working the patent in the United 
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States. In England, France and Germany the American 
inventor is compelled to pay an annual fee, in many cases on 
a constantly increasing scale. 

The foreign inventor in the United States can assure to 
himself the unrestricted monopoly of the sale of his article 
during a period of:seventeen years, while manufacturing the 
same in his own country, and therefore to the advantage of 
his own country’s export trade. 


Foreign Ways of Patent Usage 


Per contra, the American inventor can only assure the 
monopoly of his patent rights abroad by manufacturing 
thereunder in the foreign country in which he has taken out 
his patent and thereby depriving the United States of an 
article which might have been exported, to the disadvantage 
of the employment of labor in the United States and of the 
enlargement of such industry. 

Should the American inventor be without means or facili- 
ties to establish the manufacture of his patent in a foreign 
country, and be forced to dispose of same, he might then find 
himself in direct competition with a foreign manufacturer in 
such countries where patent rights cannot be enforced, as is 
the case in the valuable markets of South America, South 
Africa and the Far East. 

Therefore, it seems essential that the Patent Laws of the 
United States should be redrafted more in accordance with 
those of competing countries and in the redrawing of Com- 
mercial Treaties this should be a factor of prime and insistent 
importance. +3 

In these days of rehabilitation, to be followed by the period 
of reconstruction, and when the United States is called upon 
to be the chief purveyor, not alone of foodstuffs and of credit, 
but also of products necessary in such reconstruction, we 
should be keen to extend our influence and distribute our 
manufactures to all parts of the world, under such conditions 
and without any handicaps, so that American influence for 
doing good will be a permanency. 


A Progressive Firm in Richmond, Indiana 
From Shoe Store Salesmen to Shoe Store Merchants 





DAVE H. TEEPLE 


AfFormer Shoe Traveler and Store 


Salesman seventeen years. 


The firm of Teeple & Wessel, retail 
shoe merchants, of Richmond, Indiana, 
is practically a new one. D. H. Teeple 
and J. H. Wessel have been doing busi- 
ness under the above style for about 
two months. However, the names of 
Teeple and Wessel are by no means 

- “new” to the people of Richmond. 
Dave Teeple, senior partner, has suc- 
cessfully conducted a shoe business in 
the same room in which this concern is 
now located for seven and a half years. 

About two years ago he sold-his busi- 
ness to George F. Thomas and Joseph 
F. Wessel. He then traveled for the 
Holland Shoe Company, with office in 
Chicago, Illinois, his territory covering 
the states of Illinois and Missouri. 

Joseph F. Wessel is a well-known 
Richmond Shoe merchant. His first 
experience in the shoe business began 
when he was twelve years of age. He 
has been selling shoes in the room where 
Teeple & Wessel are now located for 





JOSEPH F. WESSEL 
A Former Store Salesman 
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Are They Glad to Get Home—We'’ll Say So 
Millions of Men for a World’s Work Delayed 


Atlantic City and Style in 
Footwear Go Together 


GEORGE J. LOVELEY 


A Duffer Golfer Putting Into a 
Rat Hole 


How the Late 

L. B. Guggisburg 

Traveled Alaska 

for G. H. Bass & 

Co. and George 
E. Keith Co. 


Theatrical Boots 
as Such Bear No 
Luxury Tax 


— 


Style on the 
Board Walk, At- 
lantic City, Last 

Sunday 
— 
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The Length of Skirt in America in 
Contrast with Paris 















All Satin Celonials with Net Lace 
Hosiery — Both Salable in Shve 
Stores 


CIOR 





No Sign of a Lengthen- 
ing Skirt in Paris. This 
Paquin Model Is Wear- 
ing on the Bois a Strap 
Sandal with a Small 
Nickel Belt Buckle for 
Fastening 


Butterfly Bow Over Buckle from 
Shoecraft Shop, New York 
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Buckles Are the Big Style Feature of Mid-Summer 





White Oxfords for Summer Resort Wear 
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STYLE NO. 732 
A Dongola 9-inch Lace Boot, 
10-8 Heel, on Our New II] 
Last. 


The keystone of Johnson Bros.’ success is the 
good shoemaking that enters into each and every 
pair that is produced. Perhaps this is the rea- 
son why merchants call it their “Bread and 
Butter Line.” 


Mase in the Fine 
‘Tt t 


tee State 





JOHNSON BROS. SHOE MFG. CO. 
Hallowell, Maine. 
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The merit of ‘‘Horn Fibre’’ Counters is not de- 
termined by the cost or retail value of the shoes 
in which they are found, but upon their service, 
flexibility and fitting qualities, backed by our 
company’s guarantee that ‘Horn Fibre’’ Coun- 
ters will outwear the shoe. 


“‘Horn Fibre’’ Counters justify their selection 
and use in footwear of all grades and values for 
the basic reason that their wearing qualities are 
superior to leather or any other non-guaranteed 
counters. 





ROGERS FIBRE COMPANY 


MOUSAM DIVISION 
121 BEACH STREET~— BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS 
WILKINSON & REGER JOHN C.RUPP CO. . DENNETT & PRINCE 
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IN OUR NEW HOME 


We are in a better position than ever to meet the 
requirements of our customers. With ten times 
the warehouse space of our former location, we 
have so arranged our stock as to greatly facilitate 
shipping service. 

Incidentally our new salesrooms will give to our 
visiting customers an attractive environment in 
which to survey our line and to transact business. 










me DALE EE IITEIIIITI SII ‘yy 
1% 
ae 






‘ 












77) 





WE WOULD SUGGEST 









tye that our customers in the Northwest take advantage of the facilities 
THE TRADE MARK of our Chicago headquarters in the Lees Building. Mr. William 


OF QUALITY IN Rauchman in charge will be glad to serve them and can give them 
CHILDREN’S SHOES the advantage of personal touch with our business that would 





otherwise necessarily be confined to correspondence. 





DON’T FORGET 


that low shoe lines are now most important. We would like you to see 
samples of some of our lines in welts and turns for the youngsters. 


HYGRADE SHOE WORKS 


108-110 Duane Street, New York 
CHICAGOJOFFICE, LEES BLDG. 








Factory: 2963-81 ATLANTIC AVE., BROOKLYN 
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““The House of Taylor’ 


HOTEL MARTINIQUE 


Broadway, 32d and 33d Streets 
NEW YORK 
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The Boot That SB 
Sportsmen Swear BY @ 


Y 
Oy 





S az 
S “Finest thing ever for rough, outdoor wear,” says an — 
S Oregon sportsman. Nothing like them for wet ground or = 
S dry—hunting, fishing, trapping or hiking. Easy on ete = One Block From Penna. Station 
but outwear harder, stiffer boots. AS NEAR WATERP: = 
S AS LEATHER BOOTS CAN BE MADE. Well advertised. == Baggage Transferred Free 
=== You can bank on them to make friends for you. = Equally Convenient for Amusements, 
= = Shopping or Business 
— 7 = 
= Built the ~— ell Way = Direct Entrance to B’way Subway 
Qu ality ways —- and Hudson Tubes 


Expert bootmakers make “Never Leak” boots by hand from black — 
chrome cowhide, a wonderfully flexible leather, ==> 
waterproofed in the tanning. Patented Never == 
Rip Seams shed the water—there are no “open” 
titches. Made to measure in any height. Soles 
hobnailed or smooth. 

Write for Dealers’ Prices 

and Catalog S. 


W. C. Russell Moccasin Co. 


Berlin, Wisconsin 


600 ROOMS 400 BATHS 


AMUN) 
I 
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Rates: From $2 Per Day 





A SPECIALTY 


155 PLEASANT ROOMS 
With Private Bath 


$3 Per Day 


The Martinique Restaurants 
Are Well Known for Good 
Food and Reasonable Prices 


My 
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Crystal glass pedestals, heights 6, 9, 12 and 15 inches. 
Note the ample flange surfaces. 
Set No. G400 
Comprising 24 pieces. Price, $41.90 


== Sl] SS SSS ea 


Polished plates with beveled and polished 
edges, which used in connection with pedes- Set No. G403 
tals, form constantly changing window trims. Comprising 39 pieces. Price, $70.84 


Question: When does a window represent 
maximum selling Power? 


Answer: When it is trimmed with glass fixtures 


Wh Because glass is rich and beautiful, lending itself to any color scheme, being neutral 
e in effect. 


It is always clean and bright and it is the one fixture which you do not tire of. 

The set which we offer is peculiarly suited to the new method of “high up’’ trims and the effect of 
shoes displayed on them is wondrously beautified; they are like building blocks and you can produce 
different designs at each trim. 

Above we price sets G 400 and G 403 and our catalog shows others, these are for small windows; for a 
larger window one set of each may be ordered, or one set may be used in connection with other fixtures. 
Send for our Cat. ““GG”’ of Glass fixtures. (Quick Delivery). We also have catalogs “E” of metal 
fixtures, ‘“W’’ of plain square wood fixtures and Cat. ““L’’ of Period wood fixtures. 

Send for samples of window Valances and window plushes on which we give prompt shipment. 


Visit our beautiful show room 


THE HECHT FIXTURE CO. 
Medinah Bldg., Wells St. and Jackson Blvd., Chicago 
7S): 3] 3] 
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Regarding DEMAND! 


ait The demand for spats next Fall 


DE LUXE 


(Invisible Buckle) 
Patent Pending 


| 
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will be an important feature of ne tam 


. 7 . es 
(Invisible Buckle) 
the live dealer's business. sag Mee 


DE LUXE spats meet every quality demand with a remarkable color 
selection, distinctive style and finish throughout. They are the best 
fitting, best looking and best made ever placed on the market. 

To meet the enormous increased demand, we suggest that you place your 
Fall orders now. Samples upon request. 


AMERICAN GAITER COMPANY, Inc. 


THE PREMIER MANUFACTURERS OF HIGH GRADE SPATS 
ACKNOWLEDGED THE BEST FITTING AND FINEST MADE SPATS IN THE WORLD 
FACTORY NEW YORK OFFICE 


129-133 Grand Avenue Room 602 
BROOKLYN, N. Y. MARBRIDGE BLDG. 
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971—Vici Kid 


Fp XXX KKK KAKA KAA KAA KA AKA KAKA KAA KAKA Combination Last 


“Low Instep” 
Senator Last 

Cc, D&E. 6-11. 
1032—Gun Metal 
axon it 


Satisfaction in Shoes 


That’s what your customers™expect to get every time they buy shoes at 


your store. They expect satisfaction. 
Satisfaction in style—in wear—in_comfort—in appearance—in value. 


When they find the store that sells shoes of absolute satisfaction 
they are content to depend upon that service and patronize that 
store for all their shoe needs. 


BEALS-PRATT are the shoes of absolute satisfaction. That’s 
the reason for their popularity with the trade. 


Beals-Pratt Shoe Mfg. 
Company 
Milwaukee and Watertown 
WISCONSIN 
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NOVILLA KID 


THE FOREMOST CONTRIBUTION TO FASHIONABLE 
FOOTWEAR 


is favored for its soft, mellow feel, kid-like break and lustrous appearance. 
Makers of all classes of footwear are finding in NOVILLA KID the ideal 
combination of quality and economy. 
It is made from selected light weight sides, but to the eye the finished leather 
is a duplicate of high grade kidskin. 


NOVILLA KID DOES NOT SCUFF 


Your manufacturer can supply you with NOVILLA KID footwear in black ’ 
and colors at popular prices. . 


ORIGINATED AND MADE ONLY BY 
Castle Kid Company - - Camden, N. J. 
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Your Customers Will Want These 
White Linen Ties 


We can give you im- 
mediate shipment on 
them. 

Cool, dainty, well made 
and _ serviceable, they 
should at the prices 
shown be leaders in 
your store. 


Style B 437 85 How many shall we 


White Linen, Goodyear Welt, 14-8 Cuban send you ? 

Heel, 5 Eyelet Lace Oxford Tie, No. 208 Last, A 

White Ivory Sole and Heel, AA, 434 to 8; A, Terms Net 30 Days 
4to8; B,3to8; C,24%to8; D, 2% to8. 


CP forg @ Co 


ROCHESTER,N.Y. 
New York Office, 127 Duane St. E.H. Talbot 


White Linen, Goodyear Welt, 18-8 Covered 
Wood Louis Heel, 5 Eyelet Lace Oxford Tie, 
No. 199 Last, AA, 4% to 8; A, 4 to 8; B, 3 to 
8; C,2% to8; D, 2% toT. 
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' SEMINOLE CALF No. 35 


(Chrome Russia) 


A distinctive, popular shade, combining fashion with service 


REG. U.S. PAT. OFF 


FRED RUEPING LEATHER COMPANY 


FOND DU LAC, WISCONSIN 


—BRANCHES 
Cincinnati Milwaukee St. Louis 
Chicago San Francisco Montreal 


Northampton, Eng. 


ESTABLISHED 1854 


Boston 


New York 
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FOOT COMFORT WEEK 


June 16-21 


VER 20,000 of the largest and most progressive shoe dealers and department stores 
will co-operate by putting in special window displays and running local newspaper 
advertising. 

Full page copy will appear in the Saturday Evening Post on June 14th. Half page copy 
in the Ladies’ Home Journal for June and other copy will be used in the Literary Digest, 
Cosmopolitan and Woman’s Home Companion. 

The Boston Post, New York Journal, Chicago Tribune and the Baltimore News will run 
full page copy. Millions of people will be shown the road to comfortable feet and you, 
by hooking up with it, will'reap the benefits. Practically every live dealer in the country 
will co-operate this year to make Foot Comfort Week one long to be remembered. 


$1000 IN PRIZES FOR BEST WINDOW TRIMS 


Two separate and distinct sets of prizes of equal value divided as follows: 

1. Towns of 10,000 population and less 

2. Towns of 10,000 population and over 

LIST OF PRIZES 

First Prize . . . . . . $100.00 Fifth Prize(5 Best) . . . . $50.00 
Second Prize .... . 50.00 ($10.00 each) 
Third Prize... . . . 25.00 Sixth Prize(5 Best) . . . . 25.00 
Fourth Prize Be ig an Mee 15.00 ($5.00 each) 


A TOTAL OF $530.00 FOR BOTH GROUPS 
A Special Prize of a regular $4.00 Waterman Self-Filling Fountain Pen with name of con- 
testant engraved thereon will be awarded to each contestant whose window is not awarded 
one of the above prizes. Write for catalog and full particulars. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Appliances in the World 


213 W. Schiller Street, Chicago 339 Broadway, New York 
Toronto London 














Send Now for Window Trim Material 
Newspaper Electros and Other Valuable Helps 
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Buyers’ Easy aeygper- wd Bowen.) 


(ria ease 


Our Brooklyn factory is now in opera- 
tion again producing Pumps and 
Oxfords for immediate delivery. 

Some very exclusive styles 


NOW IN STOCK 


rJuane Guoe G. 


143 Duane St., NEW YORK 
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‘Welt teal 
for Women 














HAVERHILL, MASS. 
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? Coburn 
? Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 
Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 


= Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 





OXFORD LACES 


Silk and Mercerized 
Round and Small Tubular 


One Inch Flat and Three Eighths Tubular 


COLONIAL BUCKLES 
THE LINCOLN COMPANY 


The House Ahead 
1508 Washington Ave. 





St. Louis 
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Its superiority is so 

generally recognized 

that our market is be- 
ing constantly er 
Customers are amon . = 
most discriminating judges of 
leather values. Useful wher- 
ever kid can be used. 

Expert attention to 


NW export trade. 
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_ Bancroft Walker Company _ 


Famous for CLEAN shoes 
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“Walk-Cnoft,” OXFORD & 














IN STOCK 


White Nubuck 
Tongue Pump, 
White Enamelled 
French Heel, Good- 
Ba Welt, Close 
dge, Guaranteed 
Fitter, AA to D, 
2% to 8 


$4.75 


Same in ba 4 Eve Cloth 


Prsveltsbompbal maine 


122-124 Duane Street, New York City. 


























We will show here some one snappy, seasonable 
style that will be just right for the season 
and for your trade. 


They will be IN STOCK 
Ready For Instant Delivery 


The L. B. Schindler Shoe Co., Inc. 
= 99 DUANE STREET NEW YORK, N. Y. 
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|fiientores 


Shoe Polishes ty 


: oe ‘ cn op CANVAS SHOES 
CO] OF.9 FM ie VARIETY 2 
CLEANAWHITE 


Sold in the Market Places of the World 


An article in the RECORDER recently 
stated that ‘“‘men who sell shoes, as well 
as men who make shoes, will observe new 
and promising economies in the footwear 
industry.”’ One of the greatest possible 
economies is the retailing of Whittemore’s 
shoe polishes, which helps the customer to hed or 
maintain the beauty of shoes during the PASTE. 
period of their usefulness. This economy helps prevent 
wastefulness that increases costs 
of shoes and prevents sales of 
footwear because of high prices. 
It behooves retailers to co-operate 
closely, especially since the bene- 
fits are so overwhelmingly great. 


WHITTEMORE BROS. CORP., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 


NOBBY BROWN PASTE—for all shades of brown shoes. Once you 
put this paste in stock, you'll be like everybody else who has ordered it— 
*}l repeat on it. For it’s one of the best sellers in our whole line. For 
blood there’s the same size package of PEERLESS OX BLOOD 














Rent an ELLIOTT 


Maintenance 
Service is the 
result of years of 
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experience. 
: — It will fit your 
needs best. 
They Sell Themselves ! 
D habl bber heels—*“‘ lik b- Or 
Ri ncn botnet ee une ik ae o Every 
If you advance 
66 99 
UPut-On' |||. | = 
to own a Button 
Detachable Rubber Heels Machine Attaching 
Orders coming from dealers in every state Buy an Machines 
testify to this. ‘‘U-Put-On’’ Heels have well ELLIOTT is in the 






been named “The Findings Sensation of a 
Generation.” 

Made in black, tan, gray and white to fit all sizes French, 
Louis and Cuban Heels. Retail at 50c with liberal trade 
discounts. 







ELLIOTT 







If not supplied, ask your jobber, 
or address, 


ROBERT E. MILLER, INC., 
Sole Manufacturers, 


11-13 Broadway, Trade Mark 
New York. Copyrighted 1919 





Ask Your Jobber for 
The Elliott Plan 
or write us. 








ELLIOTT MACHINE CO. -- Grand Rapids, Mich. 
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BASS SHOES 
FOR HARD SERVICE 


Quality Shoes For Summer 
Work or Play — In-Stock 


Stock No. 461 
Tan” Waterproof Grain Blucher, made on Mun- 
son Last. Tip; half-bellows tongue; cloth 
lined; three soles, fair stitched, standard screw 
process. Sizes, 5 to 12 E; to order, 5 to 12 EE. 


A Popular Moccasin 





Stock No. 841 
The five-inch height keeps out dirt and protects 


the ankles without excessive weight—an ad- 
mirable light weight hiking shoe. 
Stock No. 841 
Chocolate Elk Rangeley Moccasin, 
5-inch Duflex fibre sole, half-inch 
spring heel. 
Stock No. 811 
Smoked Elk Rangeley Moccasin, 
5-inech. double elk sole, low heel. 


Stock. 6 to 12 D, E, to order, 6 to 12 
A to FF. 


Catalog Showing Our Complete Lines Is Ready. 


G. H. BASS & CO. 


WILTON 


SHOEMAKERS 


MAINE 
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An Active In-Stock Number 


from our line of 


Boys’ and Little Men’s Shoes 





Stock No. 15 


ear Welt, 
zes 1 to 6. 
$3.50 





No. 15 ie Tan Bal, Good 
eer Sole, West Point Toe, 
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“MONEST WEAR IN EVERY PAIR” 


MARSTON & BROOKS CO. 
HALLOWELL, MAINE 
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Those Who Want 


the Best— 


will find ample opportunity to gratify 
their refined tastes at the “Essex.” 
Our business is an art to which, that 
we might please the connoisseur, we 
have diligently applied ourselves 
for years. 


Hotel Essex 


BOSTON 
McCARTHY BROS. 


Proprietors 
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TRY CARTER’S 


We promise shoes of quality at prices 
made possible only by standardiza- 
tion in manufacturing. We allow 
volume discounts and give favorable 
terms. All shipments are unbranded 
and on orders of five dozen or more 
we put dealer's name on cartons— 
free. 

A trial order on the shoes shown 
here will be convincing that the more 
business you turn our way, the more 
customers we can turn your way, 
with resulting increases.in sales and 
profits to the store. 


J. W. CARTER & CO. 


* NASHVILLE, TENN. 
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Stock No. 651 


Men’s Coco Brown Ivory Side Whole Quarter Blu., 
Grain Leather Insole. Heavy Single Leather Outsole 
Surface Welt, Admiral Last, D Width, Sizes 5-11. 


Price $3.85 Less Discount 











CO. OPERATION: 


Dealer requirements have been our 
constant study for years and the 
extraordinary values offered the 
trade now are the logical result of a 
sincere desire to co-operate with 
the trade in being liberal with the 
public. 

The best known upper leathers are 
being cut. Our sole stock is from 
tanneries in which we have full confi- 
dence. Only grain leather insoles 
are used. Skilled labor is employed. 
A factory efficiency system is main- 
tained. Results are right. 
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Stock No. 650 


Men’s Coco Brown Ivory Side Whole Vamp Bal. 
Grain Leather Insole, Heavy Single Leather Outsole. 
Surface Welt, Frisco Last. In stock ready for quick 
shipment. D Width, Sizes 5-11. 


Price $3.85 Less Discount 
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Keds 


**Yes! I’ve got it in your size” 


brings a smile and a quick sale 
‘I’m sorry, but’’----means a 
scowl and a lost sale. 





Large and Well Assorted Stocks 
Principal Wholesalers and Rubber Stores Everywhere 


in all styles and sizes 


NTIL Keds came the va- 
| | riety of styles in canvas 

rubber-soled shoes was 
very limited. 


Which was one great big reason 
why women of taste and par- 
ticularity would turn up their 
noses at ordinary tennis shoes. 


But— 


You can fit any foot and 
satisfy any style taste 
with Keds. 


We’ve provided for women with 
small feet—even for those with 
the smallest. Whatever style 
they want—you can give them 
in KEDS—in their proper 
style and width. 

Same with men. They can buy 
their style and their size in 
KEDS just like they buy a 


favorite collar. 


F you take full advantage of 
all the opportunities we 
have provided in KEDS you 

will clean up this Spring and 
Summer bigger than you ever 
did before. 
You cater to the business in.a 
certain community. Every 
man, woman, and child is a 
prospective customer. Remem- 
ber the little folks haven’t been 
overlooked. KEDS are com- 
fortable, flexible and wear-resist- 
ing. Growing boys and girls and 
small children know KEDS and 
like them. 
Nothing can hold back the 
Keds business that is sure to 
come this Summer. 
Attractive styles have been out- 
lined for all ages and classes of 
people in all necessary sizes and 
widths, and we urge you to 
stock a ‘sufficient variety of 
styles to méet the tremendously 
increasing demand. 
Don’t be afraid of stocking 
KEDS liberally. We have so 
standardized them, developed 
them and advertised them that 
they are the most staple 
warm weather footwear 
\ you can install in your 
} store. 


Carried by the 





_ United States Rubber Company 
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BOOTS AND SHOES 


Trade Quiet, But Production 
Normal 


The trade in rubber boots and shoes 
is practically negligible at this date. 
Buyers who are here to look over the 
market for next season’s leather goods 
are calling at the rubber salesrooms, 
but almost all have placed the bulk of 
their Fall and Winter orders for rub- 
bers, though some may order a pro- 
portionally few more to fit over the 
Fall and Winter shoes they may pur- 
chase. The rubber manufacturers are 
keeping close watch of the tendency 
toward larger and sharper toes, and are 
preparing to meet such demands as are 
likely to be pressing when Fall styles of 
leather lines are fully determined. 
They are not making lines to cover all 
the freak samples shown, and in this 


they are showing good judgment, for . 


they have in the past found that not 
all styles exhibited as samples have 
proved sufficiently good sellers to 
warrant making full sets of lasts to 
peoduce overs to cover them. Few 
shoe’ merchants have any idea of the 
expense of adding a new line of rubbers. 
Even a moderate demand will require 
thousands of lasts, besides special dies 
and patterns, an expendituce which 
cannot be paid for until great numbers 
of cases of such rubbers are sold. Most 
manufacturers can supply, from their 
regular assortmnet, overs which will 
' cover most styles fairly well, and when 
there is assurance of a large demand for 
a new style, they are ready to fill such 
demand as fast as new lasts, patterns 
and dies can be made to permit runs 
of reasonable size on the daily ticket. 


TENNIS LINES 


Big White Season Assured, and 
New Welt Lines Selling 


The assurance that the coming three 
months will be a white season is being 
seized upon by the manufacturers to 
popularize their new tennis lines. The 
beauty grace and style shown in these 
lines commend them to the most 
critical taste, and the extensive adver- 


Weekly 





The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


tising being done must have its effect in 
selling the lines thus brought to public 
notice. These lines, of the new welt 
construction, are as handsome as any 
turned out in the regular shoe factories, 
and besides white, are shown in the 
light and darker tans. 


CRUDE RUBBER 


Down, Then Recovering. 
Trade Only Moderate 


The crude rubber market showed a 
further decline at the end of last week, 
owing to large arrivals, heavy stocks in 
manufacturers’ hands, and somewhat 
restricted needs in certain lines of manu- 
facture. In spite of a steadier and 
stronger market at Singapore, prices 
for spot dropped 4c to 1c where these 
concessions would tempt purchases. 
Forward quotations up to July 1 were 
only about 4c to Yc above spot prices, 
but buyers seemed uninterested. The 
market improved somewhat later in the 
week, some of the surplus having been 
moved and prices are steadier, even 
though stocks remaining in dealers’ 
hands are large. South American rub- 
bers are in somewhat better supply, 
over 10,000 cases having arrived last 
week. Service from Brazil is likely to 
be greatly improved soon, as France is 
preparing to release to Brazil 30 of the 
German ships seized by Brazil at the 
commencement of the war, and loaned 
to France for transport service. These 
ships will be utilized by Brazil in service 
to United States and to Europe. Con- 
siderable African rubber arrived in 
New York last week. We quote: 


Upriver fine para 
Islands fine 
Upriver coarse 
Islands coarse 
Caucho ball upper 
Caucho ball lower. . 


Prices 


2136 to .22 
34 to .35 


First latex pale crepe 

DMmOked SHOOB.. x... 6.6 6s ees 
Brown crepe 

Centrals and Mexicans 
Guayule (20 per cent moisture). 
Guayule washed and dried 
African Massai 


M 
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. in Boston; 
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SCRAP RUBBER 


Business Still Draggy, and Prices 
Very Low 


To quote from a leading authority, 
the scrap rubber market is perhaps a 
shade more promising than it has been 
for the last few weeks. It says: 

“The market is still a waiting affair, 
and a situation in which occasional 
orders give rise to whatever activity 
eventuates. There is no steady call, 
and when an order is filled the market 
sinks back to a comatose state. 

Reclaimers have not increased their 
operations materially, as rubber goods 
manufacturers are meeting with only a 
slightly increased call for their products 
from ultimate consumers. However, 
the mere fact that operations at re- 
claiming plants have increased some- 
what and that slightly higher prices 
were paid are considered good omens in 
the trade. In boots and shoes there 
have been some dealers in the market, 
principally, however, for filling old 
orders. Dealers are not inclined to buy 
for adding to their accumulations and 
only enter the market when in need of 
material to fill an order. In this sort of 
business, as high as 7.00c f. 0. b. ship- 
ping point has again been paid, though 
generally in the trade, around 6.60 to 
6.90c is quoted. Dealers purchasing 
for filling old orders, have offered 7.25 
to 7.50 delivered mill basis.” 

Quotations in the leading markets 
are as follows: 

Scrap boots and shoes: $6.70 to 
$6.95 in Boston; $6.60 to $6.90 in 
New York; $6.50 to $6.80 in Phila- 
delphia, and $6.25 to $6.75 in Chicago. 

Trimmed Arctics: $4.75 to $5.25 in 
Boston, $4.75 to $5.00 in other markets. 

Untrimmed Arctics: $3.75 to $4.25 
$3.75 to $4.00 in other 
markets. 


New Shoe Stores 


Farley Store, 78 Stephenson Street, 
Freeport, Ill.—ladies’ shoe department. 

Turrell Shoe Company, Second and 
Madison Streets, Seattle, Wash.—will 
open new children’s department. 
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Turn Popularity 


The increasing popularity of Fine Turn Shoes 
with women of Fashion is a fact unquestioned. 


Jobber, Retailer, Shoe Salesman, Shoe Clerk have 
all felt this growing demand. 


3 * 
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HK 
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: : 
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t t 
* Beautiful, Stylish, Fine Fitting Turn Footwear of 
the better grade manufactured by us is sold in } 
hundreds of stores throughout the country. z 
x 
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Pumps and Oxfords to retail from $7 to $9. 
Boots to retail from $11 to $16. 


ELLIS-EDDY COMPANY 


S HOEMA KERS 


Haverhill, Mass. 
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IN STOCK 


Dealers can recommend them to mothers and feel absolutely safe. 
Long-wearing shoes, built for play, yet dressy enough for best 
“DPD” Width ay © to 12 
B-1460 Patent 75 
1461 Du a 
1463 Tan 2.60 
Misses’ oad Girls’ Sizes, other Widths and Leathers, 
also Oxfords and Barefoot Sandals to Order 
S a 5 a8 8% ste 12 12% 78 3s 2 
\ — $2. 
Send o : Def 2.80 3.20 95 
Sample Ke — Tan 3.65 Not Stocked 
ang tS Infants’ po Childs’, € = D D Widths; Misses’, D Widths 
Order Only. 


WILLIAMS, HOYT & CO., Rochester, N. Y. 


$n Tock 


BAREFOOT SANDALS and 
PLAY OXFORDS 


Extra quality—non-rip. 

Goodyear stitched. No tacks or 

nails. Smooth inside. Solid leather 

throughout. Footform lasts. 
ee ~ * 34 Carried 


No. 300—Full chrome tan upper, oak sole, . 3 a 

one piece leather insole. Sizes 5 to 8; 8% 

toll; 1134 to2. re ss ‘Shoe No. 315—Full chrome tan upper, oak out- 

No. 302— =o black up ee - aoe, sole, one piece leather insole.- Sises 5 to 8; 
: 8% to 11; 114% to2. E width. 


above. No. 7—Chrome smo! as 
Ne Back Cente, Beilin” Stree Zig to She. WAUSAU, WISCONSIN 
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Sewing a middle sole on mock ERE is the test of any innersole— 
welt shoe with Korxole innersole. McKay sewing. In this operation is 
summed up all the merits or faults of 
any material. Thin leathers must 
be reinforced for this work. Fiber, 
canvas, burlap, and pressed leather 
soon go to pieces after hard wear, 
allowing stitches to pull through. 
But Korxole, the flexible cork inner- 
soling, buries the sewing deep and 
firm, and may even be resoled satis- 


#7 factorily in th . Specif 
Proof Positive [seh atenmmme Soci 


Armstrong Cork Company 


132 Twenty-third Street, Pittsburgh, Pa. 
Branches in the Principal Cities 





Distributors in New England for 
Korxole and Allied Products 
Armstrong Cork Products Company 
Room 403, Shoe & Leather Building 
207 Essex St., Boston, Mass. 











Reg. VU. &. Pat. On. 


“The Flexible Cork Innersole That’s Built Into the S a 
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7 A Dainty Effect 


This serpentine crepe slipper 
is a steady seller. Made with 
pretty floral designs to match 
kimonos. 

a In Pink, Blue, Copen, Rose 
and Lavender. Ladies’ sizes 
3 to 8. 


Price $8.50 dozen 





K. M. STONE IMPORTING CO. 








12 EAST 22nd STREET NEW YORK 


The VOGUE. 


Fashion demands much in a spat, 
we give more—more fit, quality, 


workmanship and appearance 
than is ordinarily found in mod- 
erate priced lines. PREMIER 
spats come in Kersey and felt 
materials in tan, fawn, brown, 
taupe, pearl, white and black. 
Place your Fall orders now to 
assure prompt delivery. Samples 
upon request. 


Premier Gaiter Co., Nc. 
129 Grand Ave. ,;, Brooklyn, N. Y. 


Premier Gaiters are guaranteed the best 
fitting and best made at the price. 
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Shoes Sell Easier 
With Better Displays 


Cea 


These 
Top Trees 
take the 
wrinkles 





Invisible Top Trees 


_Give to all shoes that trim’ap’ ance that-makes a beautiful looking 
window. You need these Top Trees for every boot you display. Fits 
inside the shoe—absolutely invisible. 


Order these numbers from your jobber or direct: 


No. 6 Used on Closed Form 

No. 8 Used in Open Form or No Form 
No. 4 For Men’s Shoes Only 

$6.00 per Doz. pr. (24 Trees) 


James N. Mayhew Company 


Minneapolis, Minnesota, U. S. A. 


Mayhew’s 

















DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, 
Department 
Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 
A list of Department Stores selling shoes, including 


the Large General Stores. 
Gives names and addresses of firms and names of Shoe 


Buyers in nearly all cases. 
Three parts bound in flexible red leather to fit vest 
pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 
683 Atlantic Avenue, Boston, Mass. 
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A Brand New Last 
POINTER 


IN STOCK 
MAY 16TH 





Gyrww'ord 


OR UNBRANDED 





STYLE 529—Cherry Calf, 
Pointer Last. Carried in Stock 
AA-A-B-C-D wide. Shipped 
as Crawford unless specifically 
ordered Unbranded...... $6.50 











This advance showing of our remarkable new POINTER last is 
made so all the shoe stores that have been planning on just such a 
last for next Fall may have it for May and June business. 


The last gives that longer, slimmer effect that the better trade wants. It is a characteristic 
Crawford model—in style and fit. A large quantity is coming through the factory, but—in 
case it oversells, first orders received will be the ones shipped. We’re ready for a big demand, 


but our advice is, ORDER NOW. 


Write for new Eaton Shoe Horn, showing the best of the Summer-time Styles. 


CHARLES A. EATON COMPANY 


BROCKTON, MASS. 
Ae 
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Stock . | MR Wj) Easer 
Price SS . ae NN Last 


$5.00 = Stock No. 








Pattern—Circular Seam Blucher 
Upper—Black Kid 3042 
Outsole—Oak, Single 

Insole—Oak, Full Grain 
Sizes—5)% to 12 
Widths—C, D, E. 














We Mix Honesty with Brains 
in Our Shoemaking 


An attractive looking shoe means an easy seller—but a good wearing 
shoe means a permanent customer, a walking advertisement for 
your store. 
The shoe ‘illustrated above typifies both looks and wear, to which is 
added real comfort. 
A host of people in your community need just this shoe— 

Fourteen shoes out of the seventy-five styles we make 

are in stock. 

Our Catalog illustrates and describes them. 


Marion Shoe Co., Marion, Ind. 
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Lynn Has Leather 


Lynn shoe manufacturers stocked up 
well on leather, in anticipation of the 
big rise that came last week. They 
saw it coming. Nearby tanners- and 
sole leather merchants told them of the 
coming of it. They prepared accord- 
ingly. Preparedness is half the battle 
in making and selling shoes these days. 

Having leather, Lynn manufacturers 
are prepared to fill orders. The labor 
situation in Lynn is unusually good. 
The Endicott agreement still prevails. 
For a year, it has prevented interrup- 
tions in business and it is counted on to 
do so for another year. 

Lynn manufacturers continue their 
usual policies of making quick turns in 
business, to take advantage of the 
markets, as well as the changes in 
styles. 

Leather and Styles 


It is a lucky circumstance that low 
cut shoes lead in the Lynn trade this 
spring and summer season. They save 
leather. Two feet less leather to the 
pair is used for low cuts than for high 
cuts. With leather at present prices, 
that saving is important. 

Pumps are all the go just now. 
Patent leather pumps, with long toes, 
slim shanks and high heels, are the 
vogue. The run on them will continue 
to Fourth of July, judging from present 
indications. 

White shoes are selling, too. Many 
of them are oxfords. A few are in 
stock. Black and white are leading 
summer colors. 

Boots have sold well for Fall so far. 
But it is a question if style, guided by 
thrift, will swing from boots to low cuts. 
Leather would be saved thereby, and 
cost of shoes kept down. 

Lynn manufacturers, buyers should 
keep in mind, are not in favor of higher 
prices on footwear. They would rather 
see business on a lower price level. It 
would be safer all around. 


and Merchandising, 
ments im America’s Shoe Centers 


Button Boots for Fall 


Lynn manufacturers are getting or- 
ders for button boots for Fall. But they 
are not anxious to make them. They 
cost more to make than do lace boots. 

The button fly takes 33 feet of leather 
to the 100 pairs. That’s for a shoe 
moderate in height and style. Some 
patterns may figure up to 50 feet to the 
hundred pairs. 

Thirty-three feet to 100 pairs means 
a third of a foot to a single pair. Add 
to this the cost of the linings and the 
buttonhole making, and there is an 
increase of at least 25 cents in the cost 
of making button boots over lace 
boots. 

On top of this add the cost of the 
buttons. One line of boots takes 36 
buttons to the pair. The buttons cost 
a penny each. That is an additional 
charge of 36 cents. Altogether, it 
costs at least 50 cents more to make 
button boots than it does lace boots. 

Of course, if buyers want button 
boots, and are willing to pay for them, 
manufacturers will cheerfully make 
them. But no buyer should run along 
with the idea that he can get button 
boots as cheap as lace boots. 

If button boots get into the full 
swing of fashion, they will figure up, in 
the very fine styles, to $1 more than the 
cost of lace boots, for the button men 
have a fine and elaborate and expensive 
assortment of buttons—small ones, big 
flat ones and ivory and birds-eye ones, 
priced at from a penny to a dime each. 


Styles in Stockings and Shoes 
Any shoe man can see, without the 
aid of field glasses, that fine stockings 
are in style once more. The hosiery 
makers have taken advantage of the 
space between low shoes and short 
skirts to put on the feet of fair women 

the classiest styles in stockings ever. 
No praise for pretty stockings is 
needed. The question to shoe men is 
whether or not pretty ankled women 


TTA WMI EN 


ily 
=~) 


Develop~ 


MMM MMO 


= 


will prefer pretty stockings to high 
boots. 

There’s a chance, and it isn’t a small 
one, either, that low shoes will run in 
the Fall. Maybe they will run even 
into the Winter, when oxfords may be 
worn with woolen stockings. 

Shoe men formerly received their cue. 
on styles from the skirt makers. They 
asked how long the skirts. Now, they 
take a word from the stocking makers, 
and ask how pretty the stockings. 

It wouldn’t be surprising if some 
Lynn firms pushed low shoes for Fall. 
It would save leather, and leather is 
well worth saving. 


A Cut of 6-8 on Heel Height 


A new last, from the Goodwin fac- 
tory, has a toe for a vamp 44% or 44% 
long, and a heel 1% high. It corre- 
sponds to a fashionable last of the 
moment, except that its heel is 6-8 
lower. 

This is a combination last, which may 
be used for boots, pumps or oxfords. 
The chances are it will be used for 
walking oxfords, to be worn in the Fall 
with sporty stockings. 

The combination last, by the way, 
shows how manufacturers are econ- 
omizing on lasts. 


Making the Leather Go Farther 


An interesting instance of making 
both ends meet in the leather supply is 
found at the tannery of Thomas A. 
Kelley at West Lynn. One thousand 
dozen skins a day are being put in at 
this tannery. A while ago, 1200 dozen 
were put in daily. Kid skins are 
scarce, and are hard to get. That is 
why fewer skins are being put in. But 
more leather is coming from the factory. 
That is because each skin is worked out 
more thoroughly. The tanning proces- 
ses have been improved, so that the 
area of each completed skin has been 
increased, and the total yield of leather 
from 1000 dozen skins is greater than 
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Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1812 Washington Av., St. Louis, Mo. 











The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO., 





1811 Washington Ave., St. Leuis 
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was the total yield of leather from 1200 
dozen skins. 


A Shoe for Porthos 


A big wooden shoe is in J. J. Grover’s 
Sons sample room, which is otherwise 
full of pretty shoes for women. Por- 
thos, giant hero of Dumas’ wonderful 
stories, might have worn it. So big is 
it that the size stick was too small for 
it. Ona yard stick, it measured 15% 
inches long. Its size was computed at 
about a No. 18. 

A sample of a fine Grover shoe 
measured nine inches on the bottom, or 
61% inches smaller than this giant shoe. 
A pair of Grover shoes could be put 
inside the giant wooden shoe, and there 
would be room to spare. 

The giant wooden shoe measures 514 
inches across the ball, and five inches 
across the heel, and the same across the 
toe. Such a shoe, only a giant could 
have worn. 

It came from the Argonne Forest, in 
France. Harold Johnson, of the Grover 
office staff, who fought in Argonne, 
picked it up on the battle field, and 
sent it home. Now the Grover people 
are trying to guess what manner of man 
wore it. If the stature of the wearer is 
to be judged by the size of his shoe, the 
fellow who wore this giant wooden shoe 
must have been bigger than Barnum’s 
biggest giant. 


-to take 2% or 3. 


May 10, 1919 


Some of the Finer Points of 
Women’s Fine Shoe Styles 

Buyers of women’s fine shoes will find 
it worth while to consider tendencies in 
the development of styles. 

In the first place, patterns of Fall 
boots are the most expensive that shoe 
manufacturers ever cut. They con- 
sume more leather. And leather is 
higher in price than ever. 

Vamps are 4, 444 and even 4)4 inches 
long. That’s the longest for many a 
day. It takes more leather to make 
these long vamps. And vamps can be 
cut from the best stock only. So the 
cost of vamps goes up, because of styles. 

Tops are higher, while vamps are 
longer. Boots for Fall are nearly all 
9 inches high. Altogether, it takes from 
41% to 5 feet of leather to cut a pair of 
women’s boots for Fall, where it used 
With leather higher 
than ever, at 60, 80 and even 100 cents 
per foot, it is plain that it costs more to 
cut shoes than ever it did before. 

It looks as if there might be a chance 
for buyers to develop some economy 
styles, especially those buyers who want 
shoes at lower prices. One buyer 
started it the other day by suggesting 
a saving of one-eighth of an inch on the 
length of his vamps. If this start 
spreads, economy patterns may come 
along another year. But not for next 
season. Button boots are talked of 
strongly for Fall. 


New York City 


Selling and fitting 108 pairs of men’s 
high grade shoes from noon until 11 P. 
M. is a record that probably will stand 
for some time to come. It was accom- 
plished by John Dunker, assistant 
manager of the London Shoe Shop, 
276 West 125th Street, New York City, 
on the Saturday before Easter. In 
between fitting shoes Mr. Dunker at- 
tended to his regular routine duties as 
assistant manager. He is justly proud 
of his record. 


A RECORD SALE 
Good Fitting Required 


“In the two months that this store 
has been in existence,” he said, “Satur- 
days were always exceptionally busy 
days, but the Saturday before Easter 
we wer? deluged with sucb a rush of 
business that I had to go onto the floor 
and help to sell and fit. I began about 
12.30 in the afternoon and kept at it 
until 11 P. M. and when I totaled up 
my sales I found that I had sold ex- 
actly 108 pairs of shoes and had fitted 


every pair myself. As twenty per cent 
of the customers were soldiers who were 
buying either new shoes for their 
civilian attire or were purchasing new 
and dressy footgear to brighten up their 
uniforms, it was no easy task to fit 
them. The military men instinctively 
object to the broad toed shoes of the 
camp, battlefield and trench. They 
want the extreme in fashion and nine 
times out of ten demand a pointed toe 
shoe which is not fitted to their feet. 
It takes a lot of explaining to convince 
the man whose feet have been de- 
veloped through marching and wearing 
army shoes that he cannot comfortably 
wea. some of the civilian styles popular 
today. This made the work of fitting 
these 108 pairs of shoes still more diffi- 
cult. However, patience and persever- 
ence won out, and out of the total 
number of pairs I fitted that day, I have 
had but one return.” 

The shoes sold, according to Mr. 
Dunker, ranged between $7.50 and 
$10.50 per pair. 
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Regarding Luxury Tax 


The luxury tax on shoes above $10.00 
in price has been in operation too short 
a time, according to New York retailers, 
to tell whether or not it has affected 
sales. In the popular priced shops 
wheze few shoes above this price are 
carried, the tax was said to have had 
no effect and that there were no pro- 
tests from customers who were asked to 
pay the tax. In the high grade shops 
it was said that a few protests against 
paying the tax had been made by 
customers, mostly from the women. 
The men, as a rule, are inclined to pay 
the tax without complaint. 


Demand for High Grade Shoes 


Although the retail business in New 
York suffered the usual post-Easter 
slump, sales of Summer shoes are begin- 
ning to make themselves felt. The 
demand for high grade shoes continues, 
with most of the customers asking for 
novelties. The sales of tongue or 
colonial pumps continue strong and 
many calls for white shoes and pumps 
are reported. The retail merchants feel 
that the Summer season will run 
strongly to the novelties, but that Fall 
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will see an end to this. They look for 
the bulk of the Fall demand on the 
staples and predict a return of the 
demand for button shoes, especially 
for young women and growing girls. 


Work Resumed at the Duane Shoe 
Company 

After a complete overhauling and 
remodeling of the Brooklyn factory of 
the Duane Shoe Company, which has 
occupied a period of several weeks, 
work on the manufacture of shoes has 
been resumed not alone on turns, which 
has heretofore been the entire output 
of the plant,» but on the newly intro- 
duced welt line. The capacity of the 
factory has been increased one hundred 
per cent, and production is being de- 
veloped as rapidly as possible up to the 
new peak. The welt lines will beign 
to come into the warehouse and stock 
department, it was stated, sometime 
around the middle of the present month, 
and shipments of turn goods are already 
arriving. It is stated that they expect 
to get more and better shoes from their 
factory department than ever before, 
and in consequence will be in better 
position to take care of the needs of 
their customers. 


Philadelphia 


Philadelphia Women Conservative 


Just at present the retail men and 
the manufacturers seem to be at 
variance in their judgment of long 
vamps for Fall and Spring. 


The Philadelphia merchants aren’t . 


quite sure whether the manufacturers 
intend to concentrate on long vamps 
in their future production. At any 
rate, the fact remains that the salesmen 
are talking up very long vamps and the 
retail men are constantly pushing these 
aside to look at the more conservative 
styles. The recommendations of the 
national association on this point 
apparently are being taken seriously 
in the Philadelphia trade. 


In Regard to Long Vamps 


A number of stores report that the 
extra long vamps are not selling well. 
Nor have buyers’ experiences with them 
been altogether happy. One store, 
which caters to a very fashionable 
trade, has had considerably more than 
a normal number of complaints from 
customers who claim that the shoes 
have lost their shape, and that the foot 
has a tendency to slide forward in them, 
making them anything but comfortable; 
and this is a store which takes extra 
pains in the matter of fitting 


Philadelphia women are notably con- 
servative in styles, which never attain 
the extremes here that they do in New 
York and other Eastern cities, and per- 
haps this may have something to do 
with it. But the excessively long 
vamp certainly has not “caught hold’’ 
here, nor do buyers expect it to. 

The retail man has a pretty canny 
faculty of sizing up the demand of his 
patrons, and if the majority of women 
express disapproval of a last which 
makes their feet “look big,” he is not 
going to get over-enthusiastic about 
pushing that last. 


Labor Market Easier 


Philadelphia manufacturers state that 
while the labor market is not all they 
would like to see it, it is somewhat 
easier. - At least there is not the same 
difficulty in getting workers that there 
has been. Labor costs are high, and 
apparently there is no real control of 
this angle of the situation in sight. 

The leather markets remain high, 
with a tendency, manufacturers assert, 
to jump on the slightest provocation of 
rumor. While there is no doubt that 
the raising of the ban on exports is a 
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real bull influence, manufacturers’ 
buyers are not blind to the fact that 
here and there in the leather markets 
there are those who are disposed to reap 
present profit out of the industry’s 
necessities at the expense of future 
good-will. 


New Secretary for Ziegler Brothers 
Company 

Announcement has been made here 
of the election of Charles E. Moore as 
secretary and treasurer of the Ziegler 
Brothers Corporation, shoe manufac- 
turers. He succeeds H. C. Tschudy, 
who has retired. ‘ 

Owing to the demand for the finer 
makes of women’s shoes manufactured 
by Ziegler Brothers Company, they 
find it necessary to enlarge, and they 
have secured a building at 22nd and 
Lehigh Avenue, 60 feet long, by 500 in 
depth, with superior light, which will 
lend to supplying the growing demand 
for the output of this firm. 

It is to be hoped that the new plant 
will be fully equipped for operation by 
the first of July next. Only the finer 
classes of ladie’s shoes will be made at 
this plant. The present plant will be 
devoted exclusively to the manufacture 
of Missess, Childrens and Growing 
Girls Shoes. 


Recent Visitors 


Edward Lynn, of Wise, Shaw & 
Feder Company, of Cincinnati, was 
a recent visitor to this market, as also 
were M. Muckle, of the Rich Shoe 
Company of Milwaukee, John Lindner 
of the Lindner Shoe Company of Car- 
lisle, Pa., Samuel Shapiro of the S. & S. 
Shoe Company, of Haverhill, Mass., 
and Otto Hassel of Chicago, a director 
of the National Shoe Retailers’ Associa- 
tion. 

Important Advice to Retail Mer- 
chants 


Following the Spring meeting of the 
National Boot and Shoe Manufacturers 





Association held in Boston, at which 
the National Shoe Retailers’ Associa- 
tion was represented by President 
Geuting, Secretary-Commissioner Mir- 
kil and most of the directors, the retail 
association has issued the following 
assurances; 

Retail merchants need have little fear 
of short deliveries, and may pursue a 
cautious policy of buying, keep stocks 
low and so be prepared to meet any 
contingencies of the future. This as- 
surance is based upon the development 
of much more satisfactory labor con- 
ditions in general. Sixty or ninety days 
is regarded as far enough ahead for the 
merchants to anticipate his wants. 

No price recessions are looked for. 
On the contrary it is stated that the 
manufacturers will be doing well, with 
conditions as they must be until well 
into 1920, if they are successful in keep- 
ing prices from going higher. The 
raw material markets are in a very 
sensitive state, but only with upward 


tendency. 
There is little danger regarding 
values. It is pointed out that while 


prices are high they are still on a plane 
with the prices the public is paying for 
other commodities, and that the “high 
prices” of shoes have received particu- 
lar attention because the pre-war prices 
were sub-normal. The popular range 
of from $8 to $20 for top grades is much 
lower than prices in Europe, and there 
is no comparison as to quality. It is 
suggested that the retail merchant con- 
sider a good shoe as economical rather 
than to depreciate the quality of his 
stock in the interests of price. 

Secretary-Commissioner Mirkil an- 
nounces that the board of directors has 
fixed two regular meetings a year for the 
style committee and has provided for 
special meetings in advance of each 
season for the guidance of association 
members. The retail men are becoming 
an increasingly important factor in the 
style situation. 


Rochester 


New York Association Growing 

Six new members in one day, making 
a total of ten new members for the 
week is the record set by the New York 
Association of Retail Shoe Dealers. 
But Secretary Harry Phelan says, 
“‘We have just mailed over five hundred 
letters telling of our plans for the con- 
vention and style show and judging by 


’ past results we should have at least 


five hundred members when the first 
convention is called to order in Rochester 
on July 9.” 





Plans for the convention are not yet 
complete, but the committee promises 
that the Round Table talks which will be 
a feature of the meetings will be led by 
the brainiest and most successful men 
in the shoe business, men who can give 
the benefit of their opinions and 
experience, and men who are seeking to 
aid the retail merchant to solve the 
present-day shoe store problems. There 
will also be plenty of good entertain- 
ment, but the real object of the con- 
vention will be to put the retail 
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shoe business on a more profitable 
plane. 
Low Shoes Featured 

Saturday, May 3, being ‘“‘Low Shoe 
Day,” practically all of the Rochester 
shoe stores featured oxfords and low 
shoes in their windows and in their 
advertising. Inclement weather dur- 
ing the early part of the week had a 
marked effect upon the number of 
people shopping, and held up the pur- 
chase of summer footwear somewhat, 
but bright sunshine on Friday and 
Saturday brought out the shoppers and 
everyone reports unusually good busi- 
ness in low cuts. 

Eastwood’s is showing lace oxfords in 
dull black calfskin, with welted sole, 
high cuban heel and perforated tip, for 
street and general wear; patent leather 
lace oxfords, with a light, turned sole, 
plain toe; and Louis XV heel, for after- 
noon wear; also, brown leather, lace 
oxfords, with walking heel, perforated 
wing tip, vamp seam with lace stay and 
invisible eyelets for everyday wear. 


Discuss Early Saturday Closing 


At the weekly meeting of the Roches- 
ter Retail Shoe Dealers’ Association, 
held May 2, the subject of early closing 
was brought up for discussion. Although 
no definite action was taken, it was the 
opinion of everyone present that the 
agitation for early closing is a con- 
structive movement which makes for 
better business and that a uniform 
closing hour should be adopted by all. 

Ranney Webster, of Gould, Lee and 
Webster, spoke briefly on the value of 
early closing. In his opinion, his store 
had gained much by adopting the ,six 
o’clock closing hour. “In the old days,” 
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he said, “‘we had to employ extra help 
for Saturday nights and in the rush of 
business we were unable to give our 
customers satisfactory service. 

“Now we find that we can do just as 
much business with the shorter store 
hours and as we are able to give better 
service without the necessity of extra 
help, we believe that early Saturday 
closing tends to increase business and 
to make Monday, Tuesday and Wed- 
nesday just as good days for business 
as any.” 


Recitation Enlivens Meeting 


Near the close of the meeting, 
President Wm. Pidgeon, Jr., announced 
that the “slipper poem” entitled ‘The 
Patter of the Slipper’ which several of 
the members had asked for had been 
found and that Bert Smith, manager of 
the Long Shoe Store, had once spoken it 
in school and would again recite it for 
the benefit of the Association. Mr. 
Smith read the poem amid much 
applause. 


President Pidgeon on Songfest 
Committee 


Wm. Pidgeon, Jr., president of the 
Rochester Association of Retail Shoe 
Dealers represented the Optimist Club 
on the General Committee of the 
K-O-R-A-S songfest of the Kiwanis, 
Optimist, Rotary, Ad Clubs, and Vic- 
tory Loan Committee, which was held 
in Convention Hall on Thursday even- 
ing, May 8. This songfest is to be the 


’ first of a series, and the clubs are all 


hard at work on stunts and features for 
the occasion. There is much competi- 
tion among the clubs to see which can 
turn out the largest number of members. 


Cincinnati 


Conditions obtaining in this market 
today are considerably different from 
what they were the early part of last 
month when the retail merchants of the 
country were still showing considerable 
hesitancy “in placing their orders for 
Fall delivery. It can probably be 
termed a complete about-face from the 
viewpoint of the manufacturer in the 
way of orders booked. A strong retail 
business throughout the country for 
three weeks before Easter put the 
merchants everywhere in a more stable 
order of mind and resulted in what is 
not far from being a mad rush at the 
traveling salesmen to take care of them 


right away and, in many instances 


related, to have them make rash 
promises as to early deliveries in order 
to cope with an expected early Fall re- 
tail season. 


Manufacturers Report Excellent 
Business 

Manufacturers here state that more 
gratifying business could not be ex- 
pected. They report record-breaking 
sales for many of their representatives, 
and on the whole the Cincinnati boys 
left two or three weeks late this season. 
Sales managers in making these state- 
ments do not leave them to be believed 
merely from their word but willingly 
produce sales records, the figures on 
which show beyond doubt an aggregate 
of bookings in excess of all previous 
records. Such, of course, is to be 
expected in dollars and cents, but in 
many cases the sales and number of 
pairs are also unprecedented. The 
season for the traveling boys being 
practically three-fourths over, many of 
the local factories are reporting 75 per 
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cent, 80 per cent and in some cases 
100 per cent sold out. The latter 
condition, means that the boys are 
being called in from the road. 


Retail Merchants Report Prosperity 


After a brief lull in the retail trade 
following Easter, the local merchants 
again find themselves in the midst of a 
generally prosperous season. The past 
week, with the exception of one or two 
cold days, has been a busy one. _Colo- 
nial pumps continue to be the strong 
sellers. 


Factories ‘Enlarge-Output Capacity 


With the growing demand for Cin- 
cinnati made shoes, there is naturally 
the increased necessity for an equal 
growth in output capacity of the local 
factories. Since the acquisition of 
additional floor space is generally a very 
difficult matter and fairly impossible in 
Cincinnati, some of the local manufac- 
turers are beginning to direct their plans 
for a greater efficiency of production 
toward a more thorough utilization of 
the present floor space by a general 
readjustment in factory equipment, 
which also includes the installation of 
more modern machinery. Such devel- 
opments carry with them the complete 
transformation of factory equipment 
and a reorganization of the plant as a 
unit, all for the purpose of getting an 
increased output capacity with the 
same labor and factory space. Modern 
labor saving machinery will supplant 
old machinery wherever needed. 

In addition to the anticipated internal 
transformation of factories, one local 
manufacturer recently reported that he 
plans to increase his factory space to the 
extent of two additional floors on his 
building. So, with the growing manu- 
facturing space in the local plants by 
the installation of more modern systems 
of production equipment, the Cincin- 
nati factories are endeavoring to 
keep pace in output capacity with the 
growing demand for their footwear. 


Employes Given Loving Cup 


The employes of the Julian & Ko- 
kenge Company were given a surprise on 
April 26, when the officers of the Julian 
& Kokenge Red Cross Unit presented 
to them a handsome loving cup in 
appreciation of their loyal and patriotic 
work during the war. The officers of 
the Unit are: Mrs. William Alexander 
Julian, President; Mrs. Julian’s sister, 
Vice-President; Mrs. H. N. Lape, 
Chairman; Miss Mary Dean, Captain; 
Mrs. Charles F. Mahar, Miss Mary 
Stanford, and Mrs. Frank A. Whitticker 
Lieutenants. 
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An interesting program was arranged 
including songs, speeches, and recita- 
tions. The second floor of the factory 
was elaborately decorated for the 
occasion with the flags of the Allied 
Nations, Red Cross posters (The 
Greatest Mother on Earth), and pic- 
tures of celebrated statesmen. The cup 
was presented by John S. Schuff and 
received in behalf of the employes by 
Martin Rickard, head superintendent. 
One interesting feature of the cup is the 
inlaid Red Cross pin with its gold 
borde:, which was donated by H. N. 
Lape; the gold border is the insignia 
of his rank as Colonel while in the Red 
Cross service last year. 


Two Golden Stars on Honor Roll 


An interesting number on the program 
was a recitation by Mrs. Fred Mervyn 
of a poem entitled “‘A Soldier’s Dream.” 
This poem was written by Jesse E. 
Ball, one of the Julian & Kokenge 
employes, who is still in France and 
eager to come home. He was reported 
killed at one time. The program was 
conducted with a touch of solemnity in 
memory of the two employes of the 
Julian & Kokenge Company who now 
have a gold star beside their name on 
the Company’s Honor Roll. 


Representation at Convention of 
Foreign Trade Bureau 


The shoe industry was well represented 
at the recent convention of the National 
Foreign Trade Bureau which was held 
in Chicago. Though the problems 
considered were broad in their nature 
taking in all the various industries of our 
country, much valuable information 
was gotten by thdse who attended the 
sessions. Milton Adler, vice president 
of the Julian & Kokenge Company was 
one of Cincinnati’s shoe manufacturers 
present, also Harry Revare, sales and 
advertising manager of the Excelsior 
Shoe Company, Portsmouth, in the 
interest of future foreign trade relations. 


“The Best Season Ever’’ 


W. T. Dickerson, sales and adver- 
tising manager of P. Sullivan & Co., 
states that this is one of the best 
seasons the company has ever exper- 
ienced, adding that they are over 75 per 
cent sold up. 


Interesting Briefs 


Ed Lahrburger, of G. Merringer 
Company, New York, was a visitor in 
the city during the past week, calling 
his trade. 

Sam B. Wolf, Jr., of the Sam B. Wolf 
Shoe Company, an overseas captain in 
Uncle Sam’s army, has been home for 
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the past few days on a_twenty- 
one day leave prior to receiving his 
discharge. 

Thomas H. Graydon, formerly a 
manufacturer of men’s footwear in 
Cincinnati, returned last week after 
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receiving his discharge from the army. 
Mr. Graydon was a captain of a 
machine gun company and saw con- 
siderable service overseas. He dis- 
carded his uniform a few hours after 
reaching home. 


Columbus 


The Rainbow Division Comes Home 


Local shoe stores are displaying in 
their windows Victory Loan cards and 
posters. Although Columbus has passed 
its quota by several millions, the local 
merchants are lending their every effort 
in furtherance of this loan, to overcome 
some of the less fortunate districts 
that are away back in their subscrip- 
tions, also to show the boys of the 
166th, Rainbow Division, who have 
reached “Good Old Columbus Town’”’ 
that the people of Columbus and 


Franklin County have not forgotten . 


the-heroic deeds of her boys living and 
dead. 


Shoppers ‘“‘Beat’’ Uncle Sam 


Columbus shoppers are “tax wise.” 
They proved it Wednesday, April 30, 
when they deprived the government of 
several hundred dollars by nosing under 
the wire just ahead of old ‘‘luxury tax.” 
After the above date it cost the 
people to “dress up.” 

But the tax collector is not worrying. 
The luxury tax will last—providing the 
people don’t object too strongly to 
Congress. In several of the department 
stores, Thursday shoppers who bought 
taxable articles were handed a protest 
card by clerks on which they can voice 
their protest against the tax to Congress. 

“One woman purchased $60 worth of 
shoes for herself Wednesday,” said a 
shoe clerk at a big department store. 

Merchants pointed out that there 
would be practically no tax on children’s 
and boys’ shoes, as these articles were 
under the “‘luxury”’ price. 

The majority of the local merchants 
are adding the additional luxury tax to 
the sales slip, and letting the cashier 
deduct the tax at the end of each day 
when the government ;report is made 
out. 

F. & R. Lazarus & Co. are using 
a tag system, covering the tax of 10 per 


cent on shoes above $10.00, and 5 per 
cent on all fancy buckles; this tag is 
attached to the shoes or buckles and 
bears the amount of tax covering the 
article; at time of sale the lower part of 
tag is removed and sent to office along 














* x 
LAZARUS 
WAR TAX 

20c. 
DEPT. 23 
TAX 20c. 
x “x 





with sales slip, while the upper part of 
tag is left on shoe and turned over to 
purchaser. We reproduce a facsimile 
of this tag. 


A. E. Pitts Company Tax System 

The A. E. Pitts Company are using 
another system covering the tax which 
is well worthy of note; this slip is about 
the size of an ordinary sales slip, and 
carries a serial number; this slip must 
be filled out with the amount of tax and 
must have the number of the sales slip 
entered on same, while the sales slip 
covering this sale must have the number 
of the tax slip entered on same; this 
enables the bookkeeper to keep an 
accurate check on both the sales and 
tax slips, and he can deduct daily total 
amount of tax in each department from 
sales and credit Internal Revenue Office. 


Weather and Shoe Sales 


After about five days of cold weather, 
during which trade was stagnant, the 
temperature has moderated and busi- 
ness has responded with alacrity. 
Merchants report a few sales of spats, 
and state that the most of sales during 
the short cold. spell. consisted. of. boots, 
while the last few days of warm weather 
have again brought forth the demand 
for low shoes. 


Chicago 


Inclement weather throughout 
the week of April 28, had a depress- 
ing effect upon the retail shoe business, 
to the extent that instead of a record- 


breaking. week, as was generally ex- 
pected if the weather was favorable, the 
week was transformed on account of 
rain and cold into an ordinary one, with 
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_NW Miscellaneous 


= UNIVERSITY. 
CTRoTYPt uNDR 


ING PLATES, COPPER AND "AND 
STEEL FACE ELECTROTYPES 


CAMBRIDGE. MASS 
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MERCANTILE 
AND 


SAVINGS 
ACCOUNTS 
41 BEDFORD STREET, BOSTON 


Fox 2-Ply Shoe __ 
Tone Pad” SE 
The only one having 


the 2-ply Feature. 
Made Exclusively by 


THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 

















wun Losses Turned to Profits | 110: 


om window-faded shoes -restored to perma- 
newest colors . Cay new —-" 
NO. * PAINT! Nothing like it 
In 20 youse we've saved ic 2 of factory 
damaged shoes for manufacturers, wholesalers, 
jo iobbers. Let us do the same for you! 
amaged Rubbers and Rubber Boots made 
new. All work guaranteed. Write us! 
ALBANY SHOE REPAIRING CO. 
157 Kingston Street, Boston, Mass. 
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sYome tits} acane) & 
ye shoe buckles 
ever since 1905 


* PHONE GREELEY 666 
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We are manufac- 
turers of quality shoe 
laces, for the manu- 
facturing trade. 

Ask for samples 

prices 


J.& B.SALES CO. 
470 Park Ave. 
Worcester - Mass. 
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REEL OUTFIT 


PATENT PENDING 
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MANUFACTURED BY 


H. W. RAMSAY & COMPANY 
145 FEOERAL STREET, BOSTON, MASS. 
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readers, free for the asking, with au- 
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Where to Buy 


MEN’S SHOES 


~~KNIPE BROS. 


MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 
Specialty of Flexible Welts 








Factory WARD HILL, MASS. 








FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


UNION 
MADE 





FISKE SHOE & LEATHER CO. 


717-719 Atlantic Avenue. Boston 








4. Men’s Welts 


[<< UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 






a 





Factery Salesroom 
Ne ilark Brockton New Yerk, N.Y. 


Where to Buy 


Men’s, Women’s and Children’s Shoes 














HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 


Trade Sales Every Wednesday 
and Friday 








AShoe for Boys : 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











ELIAS BERLOW 
Selling Agent 
“FISKE’’—MEN’S SHOES 
*“ ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 

















business moderately satisfactory. The 
merchants feel that with the approach 
of warm, seasonable weather business 
will be exceptionally fine and that the 
shoe trade will be busy to capacity. 


Fancy Shoes Selling Well 


Among the stores catering to the bet- 
ter class trade many novelty pumps and 
oxfords are being called for. Bronze 
pumps have taken an active stride in 
popularity, as well as blue kid oxfords. 
Brown and black kid pumps and ox- 
fords are still the prevailing sellers, 
pumps in a majority of the stores having 
a relation of 60 per cent of sales to 40 
per cent oxfords. Brown kid and brown 
Russia oxfords with military heels are 
continuing as the big call in low heel 
oxfords. In pumps Colonials pre-domi- 
nate, with buckles galore. 


Hosiery Sales Increase 


Black and brown and other colors of 
women’s fancy lace hosiery are having 
an increasing daily demand among the 
shoe stores, practically all of the stores 
doing a record business in this depart- 
ment. The business in the hosiery 
counters of a number of the State Street 
stores is so large that it requires the 
entire time of from one to four salesmen 
to take care of the trade. 


White Season to Commence Early 


“The first real warm day will herald 
the introduction of what we expect to be 
the greatest white shoe season in the 
history of the local shoe business” said a 
prominent shoe merchant to the ‘“‘Re- 
corder” representative. “I do not be- 
lieve that the public will wait until June 
or July, but will commence to buy and 
wear white shoes as soon as the weather 
is permissible. We are showing our 
samples now, but will present our entire 
line as soon as the right kind of weather 
setsin. We foresee a demand for white, 
which will include, white kid, white 
buck and white canvas, that will exceed 
the highest expectations by the trade.” 


Men’s Business Good 


Trade in the men’s stores has been 
satisfactory during the past week. 
Browns and cordovans are the prevail- 
ing colors, and high shoes are selling in 
far greater proportion to oxfords. Two 
tones have been moving moderately, 
but the strongest tendency is towards 
good quality brown shoes. 


New Catalogs 


The Whitcomb Shoe Company of 
Chicago, 303 W. Monroe Street, have 








issued a new Spring and Summer in- 
stock catalog of men’s shoes. R. P. 
Smith & Sons Co. are now distributing 
their ‘Shoe Retailers’ Quick Service 
Bulletin” of their in-stock line of 
Spring and Summer women’s, men’s and 
children’s shoes. A. J. Bates Chicago 
Company, 328 W. Monroe Street, have 
just printed a beautiful catalog of 64 
pages of in-stock men’s and women’s 
shoes. 


W. C. Bootery Opens 


The W. C. Bootery will open in a few 
days one of the most attractive of out- 
lying stores in the city at 6338 S. Hal- 
sted Street. Seven thousand dollars is 
reported to have been spent for fixtures. 
The store will have two entrances with 
a plate glass show case in front. Men’s 
women’s and children’s shoes will be 
carried. 


Rapid Progress in Shoe Exposition 


All the committees in connection with 
the displays of the Chicago National 
Shoe Exposition are busily engaged in 
completing arrangements for the open- 
ing of the exhibit on July 7. Already 
over 150 concerns have registered for 
space, and it is the opinion of Geo. E. 
Harrison that there will be 200 reserva- 
tions for sample rooms a month before 
the exposition is to be held. Plans are 
being inaugurated for a country-wide 
campaign to invite shoe merchants to 
attend, and judging from the concensus 
of opinion among the merchants of the 
Central West, gathered from shoe sales- 
men, it appears that the exhibition will 
meet with glowing success 


Chicago Has Great Building Boom 


Chicago is swinging into a building 
stride never before attained in peace 
times, based on the official figures on 
building operations. The value of build- 
ing engineering contracts for the week 
of April 4 is $29,007,924; for the week of 
April 11, $17,025,719 and for the week 
of April 18, $22,754,400. These figures 
exceed that of any other city in the coun- 
try, and despite the high cost of building 
materials, Chicago is destined for a 
boom that will have a pleasant reaction 
on the business of the city. 


An Interesting Cargo 


The S. S. “Anglia” which cleared 
April 19 from New York, carried a ship- 
ment of 30,000 hides made up of 20,000 
heavy vows and 10,000 native steers. 
The sale was made by one of the Scan- 
dinavian offices of Sherman Brother 
Company and purchases were made 
through the Chicago office. 
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Detroit 


All merchants expect a large white 
season, but white is not moving to any 
extent as yet. 

The cold snap of the past few days 
has caused a drop in sales but all are 
optimistic, expecting the business of the 
year to be very much greater than any 
previous year. 


News from R. H. Fyfe & Co.’s 

R. H. Fyfe, the managers and assist- 
ant managers of the R. H. Fyfe Com- 
pany, tendered R. F. Barnum, Treas- 
urer of the company a home coming din- 
ner upon his return from overseas, where 
he had gone with the 85th division. 
Favors and decorations were military. 

R. H. Fyfe & Co., gave a dance re 
cently in honor of the returned soldiers 
on their staff. Thirty-six men enlisted 
from this store, but only 14 have re- 
turned to date. Of this number there 
was only one casualty of any import- 
ance, one having been unfortunate 
enough to get in the way of German gas. 

The dance was held on the second 
floor which gives a space when cleared 
50 x 100. The floor was elaborately 
decorated by F. E. Whitelam, display 
manager, in patriotic colors, including 
the Flags of the Allies. 

R. H. Fyfe addressed a few words of 
welcome to the returned men compli- 
menting them upon their loyalty to 
their country. He also presented each 
with a handsomely engraved certificate 
signed by himself and framed in antique 
silver, ih appreciation of their services 
to their country. 

A buffet lunch was served to the em- 
ployees and their friends. 

It is the intention of the firm to con- 
tinue these social functions among the 
members of the staff in order to foster 
a greater spirit of co-operation and fel- 
lowship among them. 

R. H. Fyfe & Co.’s catalogue No. 50, 
for Spring, was sent to a list of 100,000 
names. The cover is handsomely illus- 
trated in pastel colorings, showing a 
postman delivering a pair of shoes to a 
smiling woman and the new Fyfe build- 
ing. The mail order business of this 
firm is large and constantly growing. 


Business Reorganization 


The business of A. E. Burns & Co., 21 
West Grand River Avenue, has been 
reorganized. A. J. Mahony, president of 
the George E. Coffin Shoe Company, 
Lynn, has sold his holdings to the new 
company, which is composed of A. E. 
Burns, president and treasurer, Charles 
E. Grenier manager of the men’s shoe 


department on the ground floor, and - 


Alex Velick, manager of the women’s 


department on the second floor. There 
will be no change of policy, the reorgan- 
ization being completed to give the 
managers an active interest in the busi- 
ness. 


Lectures in Correct Foot-Fitting 


Dr. Walter P. Bronston is giving the 
salesmen of the Dr. Reid Cushion Shoe 
Company, semi-weekly lectures and 
demonstrations in correct foot fitting 
and the proper use of foot appliances. 
The salesmen of this firm are all taking 
advantage of the home-study courses of 
the National School of Orthopaxy and 
the American School of Practipedics in 
an effort to make the staff 100 per cent 
efficient in foot fitting. Some of the 
salesmen are already graduates and 
their diplomas hang in conspicuous 
places about the store to inform the cus- 
tomer that they have passed an examin- 
ation showing their ability and know}l- 
edge. With a diploma of this kind to 
prove it it is not hard to convince cus- 
tomers that the salesman knows his 
business. Advice is accepted without 
further doubt, much to the benefit of the 
customer. 

Detroit Briefs 


Frank C. Mosteller, formerly mana- 
ger of the men’s shoe department of 
S. L. Bird & Sons, 165-175 Woodward 
Ave., has assumed the managership 
of the women’s department, Lascar 
Winn having resigned. 

The activities in the real estate mar- 
ket have drawn a number of salesmen 
from several of the large shoe stores, 
quick money inducing them to make a 
change. 

Mark Rice, with the Dr. Cushion 
Shoe Company for three years previous 
to his enlistment has returned from Ger- 
many. Mr. Rice likes the outdoor life so 
well that he has elected to go on the 
road instead of returning to the position 
held open for him by the firm. 

The Russel Company is celebrating its 
third anniversary. A Rhodes, manager 
of the shoe department has just placed 
in commission a complete set of hand- 
some window fixtures in Adam Period 
style finished in French gray. Mr. 
Rhodes is looking forward to a very big 
white season, although the sale of white 
shoes has not really started yet. 

Robert L. Thompson, assistant mana- 
ger of the shoe department of the J. L. 
Hudson Company, for many years has 
been appointed manager of the depart- 
ment, Charles S. Heath having resigned. 
Mr. Heath was recently elected presi- 
dent of the Detroit Retail Shoe Dealers’ 
Association. 


| W.W. Joh 
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RUBBER TOE- SANdals 
For Modern Footwear 
The Molded heel strap is 
strong and elastic 
WM. —— Sear 
Sales Agent 
NEW YORK CHICAGO 


SALES LETTERS 


‘ MULTIGRAPHED-- 
FILLED IN--SIGNED-- 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 
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1047 Kenner St., Cincinnati, 0, 
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Clean up the odds and 4 
ends. urn the “left + 
J overs’’ into cash. Re- ¢- 
2 nee! i” vom — — mid 
— vecial sa 

raj right will turn the trick. Ask us. ga rss 

Co., Manchester, N. H. om 
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Shoe Store Chairs, Settees, 
Fitting Stools, Screens, etc., 
Wood Window Display Fixtures | 
Catolog 
on 
Request 







THe Oscar ONKEN Co. 
1141 W. 4th St., Cincinnati, Ohio, U. S. A. 








LATEST STYLES IN 
COLONIAL BUCKLES 


Slipper Bows, 
Ornaments, Buckles, ete. 


D. T. DUDLEY & CO. 
66 Washington St. Haverhill, Mass. 
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The Brown Shaping Lasts are narrower in 
«width at ball and we, for cach succeeding age. 


KUETTUNNNNNLALHIH 


During the growing. years — from 
2 to'16—the feet’ are acquiring perma- 
nent form, . Shoes: either shape or mis- 


shape them 


the lasis or wooden: 
they are made. 


size and age from 2 to“16. 
Buster Brown Shoes are the only shoes 


give to these shoes their correct foot- 
shaping qualities. 

The Brown Shaping Lasts impart the 
correct lines of grace and beauty to 
Buster Brown Shoes—and through them 
to the feet of the growing child. 


“during the developin, 
~them~to maturity” 
The ‘Saas of the shoes depends: upon 
form upon -which- 


Brown Shapirig Lasts are. modeled made 


after physically perfect feet—for every, 


wae upon these perfect lasts, which 


Buster Brown Shoes.: consequently 
keep the growing feet in perfect shape 
period—and brin, 
ee from possored 
bones;: broken .arches,- weak. feet and 
other painful foot ailments. 

Buster Brown Shoes ate so carefully 
from such excellent leathers, 
that they outwear ordinary shoes. 

Good ‘stores everywhere sell Buster 
Brown Shoes at $3. 00, $4.00, $5.00 and 
up; according to size and style—in all 
leathers—high or low cut—-button, lace 


and blucher. 
“Training the Growing Feet,” is a 


ip that explains why special care must 
ih aed to children’s feet to. insure 
health. It is sent free on request. 





Brown Shoe Company, St. Louis, U. S. A. 


Manufacturers of White House Shoes for Men, Maxine Shoes for Women, 
Buster Brown Shoes for Boys’and for Girls, and Blue Ribbon Service Shoes. 


Buster BroWn SHOES: 





Evening Post of May 3. 


and is proving a real profit-maker for the stores featuring these shoes. 
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The above is a reproduction of our full page advertisement appearing in colors in the Saturday 
National advertising of this character is creating a universal demand for Buster Brown Shoes 


We will be glad to explain the Buster Brown Proposition to live, representative shoe dealers. 
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St Louis 


With a sudden rush of warm weather, 
with which the week began, the retail 
shoe stores and departments experienced 
something of a touch of the expected 
Summer business in the call for white 
footwear, while the parks and boule- 
vards on Sunday indicated that the 
feminity of St. Louis was ready and 
more than willing to take to the white 
footwear which has been so strongly 
touted for the Summer season. The 
demand in the stores ran, according to 
the purses of the consumers, from the 
white kid to the canvas and the buying 
done was quite liberal. The volume of 
retail business generally is continuing 
at a very satisfactory level and the 
trade is continuing to hold the belief 
that the public is ready and willing to 
buy whatever it may need—and that 
it has the price with which to buy. 


Business of the Best 


Business is reported by the manu- 
facturers and jobber to be of the best 
and the aggregate is running to such a 
point as to indicate very clearly that 
the plants generally will have to oper- 
ate continuously during the summer 
season to meet the demand for immed- 
iate, early and Fall delivery. By the 
time this is cleared out the late Fall and 
Winter business will be ready to be 
handled and the expectation is that, 
with labor available for only 65 to 70 
per cent of the factory capacity, no 
opportunity will be offered for shut- 
downs other than those of the most 
necessary character. General businéss 
in this section, plus the crop condition 
reports, is accepted as being of the 
most prosperous character for a period 
in the future whose termination cannot 
now be seen. 


Brown Shoe Company, Ince. 
Dividend 

The Brown Shoe Company, Inc., has 
declared its regular dividend and checks 
will be mailed to the stockholders 
shortly. In the meantime the stock 
of the company continues to hold its 
recent high level on the stock exchange 
here and is quoted at 85, which is 20 
points higher than its range previous to 
the recent advance, which is presumed 
to have come from a realization of the 
book value of the stock as shown by 
the status of the company’s condition 
and profit making capacity. 


Repairers Want More Pay 


Coupled with the high cost of living 
comes now the announcement that the 
employes of the various shoe repair 


shops of the city have arranged to 
enforce a demand for higher pay by 
striking.. The date set for the walkout 
and the exact tenor of the demands to 
be made have not been made public, 
but the effort of the public to economize 
in footwear, because of the high cost, 
seems to be further interfered with just 
at a time when the war tax goes into 
effect. 


Heel Manufacturers Expand 
Business 

The Automatic Shoe Heel Manufac- 
turing Company has taken a lease on a 
four story building at 210-214 Washing- 
ton Avenue, containing approximately 
40,000 square feet of space. New ma- 
chinery will be installed and the building 
put in shape for the new tenant, where- 
upon the equipment at the present 
factory, 811 N. Tenth Street, will be 
removed to the new location. The 
space of the company is about doubled 
by the change. 


Shoe Jobber Removes 


I. Mathes, shoe jobber, has taken a 
lease on new quarters at 1333-35 
Washington Avenue, where the present 
building will be raised and a new one 
constructed for his use. Mathes, who 
has been in the wholesale shoe business 
in St. Louis for about 20 years, has 
experienced exceptional growth during 
the past few years and the removal is 
necessary to accommodate his growing 
needs. 


Lieutenant Lincoln Visits Brother’s 
Grave 

1st Lieut. L. W. Lincoln, a brother of 
Capt. Atwell T. Lincoln, who was 
killed in action, has, according to a 
letter received fro:n him by his brother, 
Norman L. Lincoln, been enabled dur- 
ing a leave of absence, to visit his 
brother’s grave near Xammes, France.' 
He found: Captain Lincoln’s grave in 
excellent condition and that the body 
was soon to be removed to a larger 
cemetery where about 4,000 Americans 
are to be interred. Captain Lincoln 
was engaged in the findings and leather 
business with his brother Norman prior 
to his departure for foreign service. 


The Luxury Tax 


St. Louis retail merchants have put 
into effect methods of collecting the 
luxury tax under the revenue law, but 
are in hopes that it will soon be repealed. 
The method followed in most cases 
is through the provision of a new 
sales check with a column provided 
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for the entry of the war tax 
whenever collected. This will pro- 
vide a permanent record of war tax 
sales which can always be referred to 
and entered up. The shoe men prob- 
ably are having the least trouble, unless 
some new regulation is developed in 
connection with buckles as jewelry. 
For the most part buckles which are 
provided regularly by the manufacturer 
in volume shoe purchases are being 
regarded as a part of the shoe and no 
jewelry tax is being assessed. On 
separate buckles, however, in the find- 
ings departments of the retail stores, 
the tax is being collected. 


More Jobs Than Men 


Detroit Has Five Jobs for Every 
Discharged Soldier 


In Detroit at present there are five 
jobs available for every soldier who 
returns from the war and two jobs for 
every civilian now out of work, accord- 
ing to the Red Cross bureau established 
to find employment for returned sol- 
diers. The office not only has appeals 
for men which cannot be filled, but the 
rate of pay is going up daily and is now 
said to be at the highest point in the 
history of industrial Detroit. 

Detroit employers have declared war 
on the Bolshevists. The Red Cross 
bureau has an order for 375 men a week 
from a single large industrial plant, to 
take the places of Bolshevists and other 
agitators, who are being dropped from 
the payrolls as rapidly as their ten- 
dencies are learned. 








| WW Shoe Polishes = | 





The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 
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EV ANGELINE 


(Reg. U. S. Pat. Office) 


SHOES FOR WOMEN 


A SMART OXFORD THAT 
WILL SATISFY THE MOST 
DISCRIMINATING 


IN-STOCK 


STOCK No. 3264 


Women’s Mahogany Calf Oxford, 
G. W. Natural Welt, White Stitch, 
85 Last, ltinch Heel. Price $4.75 


MADE BY 


—A. H. BERRY SHOE COMPANY— 
PORTLAND, MAINE 


Boston Office, 428-480 Albany Building 
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Haverhill 


DEMAND FOR FLOOR SPACE 
Expansion of shoe Industry 


Nearly every day a new shoe manu- 
facturing concern begins business in this 
city. Most of them start in a small way, 
yet they are adding to the volume of 
Haverhill’s footwear output in the em- 
ployment of factory workers. The diffi- 
culty which faces every new concern is 
the obtaining of a place in which to do 
business. More factory accommoda- 
tions are sorely needed. These cannot 
be obtained, however, unless new build- 
ings are constructed. The high cost of 
the materials and labor are restricting 
the building operations, as men are 
loath to invest money in real estate with 
the handicap of high costs and conse- 
quent small returns. 


Many Concerns Want to Expand 


If a large factory building was com- 
pleted in Haverhill at the present time, 
it would be immediately filled with 
tenants. There are numerous concerns 
here which are only waiting such oppor- 
tunity to increase their production. 
Several which have different depart- 
ments of the plant in scattered buildings 
throughout the shoe district would much 
prefer to concentrate under one roof, as 


a means of more economical and efii- . 


cient method of production. There are 
many rumors regarding proposed new 
buildings but thus far none have ma- 
terialized. 


Many Shoe Buyers in Town’ 


Visitors from many leading retail 
centers are in Haverhill daily, placing 
orders for shoes or looking for goods 
which they can obtain for immediate 
shipment. As regards the latter, these 
visiting buyers have little success, as 
Haverhill factory floors are practically 
clear of accumulations. So insistent is 
the demand for Haverhill-made foot- 
wear that many factories are booked for 
weeks ahead. In fact, there never was a 
time in Haverhill’s shoe manufacturing 
history when the demand for turn, welt 
and McKay footwear was so great as at 
this time, notwithstanding that prices 
are the highest ever known. 


SPOKE AT ROTARY CLUB 
A Member of Boston Leather Trade 


Harry I. Thayer of Thayer-Foss Com- 
pany, Boston, and president of the New 
England Shoe & Leather Association, 
was the speaker at the meeting and 
luncheon of the Haverhill Rotary Club 
on Mayl. The newly elected president, 


Harland F. Hussey, presided. Mr 
Thayer gave an interesting resume of his 
recent trip to Europe as a member of the 
‘Boot and Shoe Recorder’’ party. His 
description of personal impressions ob- 
tained of trade conditions in England, 
France and Italy was listened to with 
the closest interest. Mr. Thayer stated 
that the leading nations of Europe are 
most desirous of doing business with 
the United States and that there will be 





The Patter of the Slipper 


Recited by Bert Smith, Manager 
of the Long Shoe Store, Rochester, 
before May meeting of Rochester 
merchants. 


When the angry passions gathering 
in my mother’s face I see, 

And she leads me to the bedroom, 
gently lays me on her knee 

Then I know I will catch it, and my 
flesh in fancy itches, 

As I listen to the pattér of the slipper, 
oh, my breeches. 


Every tinkle of the slipper has an 
echo and a sting, 

And a thousand burning fancies into 
active being spring, 

And a thousand bees and hornets 
‘neath my coat-tail seem to swarm, 

As I listen, to the patter -of the 
slipper, oh, so warm. ; 


In a splutter comes my father, who I 
supposed had gone, 

To survey the situation and bid her 
lay iton; , 

To see her bending o’er me as I 
listen to the strain 

Played by her and by the slipper ina 
wild and weird refrain. 


In a sudden intermission, which 
appears my only chance, 

I say, ‘Strike gently, mother, or 
you'll split my Sunday pants.” 

She stops a moment, draws her 
breath, the slipper holds aloft, 

And says, “I had not thought of 
that, my son, just take them off.”’ 


Holy Moses and the angels, cast your 
pitying glances down; 

And thou, oh family Doctor, put a 
good soft poultice on; 

And may I with fools and dunces 
everlastingly flitter, 

If I ever say another word when my 
mother wields the slipper. 
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unlimited opportunities in the near 
future for the export trade in shoes, 
leather, as well as many other kinds of 
goods from the U. S. A. 


Maine Manufacturer a Visitor 


L. M. Carroll of Carroll-Jellerson 
Shoe Company, manufacturers of wo- 
men’s shoes, Norway, Me., was in 
Haverhill last week. He was a guest at 
the Rotary Club luncheon of Moses H. 
Dow, a member of the local trade. Mr. 
Carroll says that business with his 
house is excellent and that working 
conditions at the factory are all that 
could be desired. 


WILL REMOVE TO LARGER 
QUARTERS 


Local Concern to Make Change 


The M. T. Ornsteen Shoe Company, 
manufacturers of women’s footwear, 
will the coming Fall remove from its 
present location on Phoenix Row to 
larger quarters in one of the Essex 
Street factory buildings. Mr. Ornsteen, 
head of this house, says: “In our new 
location we will produce 150 dozen daily 
of women’s high grade turns and Mc- 
Kays. We shall have up-to-date 
accommodations and needed facilities 
for further expansion of our steadily 
growing business.” 


RETURNED FROM OVERSEAS 
Young Shoe Man Back from Service 


Lieutenant Everett Bradley, head 
of the Bradley Shoe Company of this 
city, and son of Frank J. Bradley of 
Hazen B. Goodrich Company, returned 
last week from 18 months’ Army service 
in France. Lieutenant Bradley, who 
went over seas in September, 1917, 
has, during the past few months, been 
an instructor in the United States Air 
Service. He wears three gold stripes 
for 18 months’ foreign service. He 
returns to Haverhill in the best of 
health and ready to resume his former 
business activities. 


NEW YORK TRADE VISITOR 
Buyer Calling at Local Factories 
Louis W. Gordon of A. H. Gaines- 


. Gordon Company, wholesale dealers of 


New York City, was in Haverhill last 
week, calling at the factories with 
which this concern does business. He 
placed orders for Haverhill made foot- 
wear and plans to largely extend his 
buying in this city during the present 
year. Plans which the company has 
for developing its business call for 
greatly increased purchases. 
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Look at the Boys’ Feet In Your Town 


and you will see the biggest merchandising op- 
portunity that your business affords. 

Four out of five of them are wearing shoes run 
over on the heels, ripped at the seams, burst on 
the sides, or scuffed through at the toes. 

Or else their shoes are heavy, unsightly and un- 
comfortable things that are building future trade 
for the chiropodist and making the boy ashamed 
to meet his best girl. ; 

You can alter that condition, and make both 
money and goodwill in the change. 

You can sell those boys a real boy’s shoe and 
not be afraid of meeting them or their mothers 
on the street next month. 


WONSEAM 
SHOES 


are built for a purpose and built on a principle. 
They are built expressly for the purpose of 
satisfying the two hardest people in the world 
to satisfy with shoes—a healthy growing boy, 
and that boy’s mother. 

They are built on the principle that seams are 
the chief weakness of boys’ shoes, and the chief 
cause for discomfort, and that they should be 
eliminated so far as possible even if it does cost 
a little more to cut them that way. 


So 
WONSEAM 
SHOES 


are built with only one seam, and that one is 
right up the back where you never see it, where 
you never feel it, and where there is the least 
strain upon it;—and it’s put there for permanence 
and reinforced with a full-length leather back- 
stay. 


W. H. GRIFFIN COMPANY 


Manchester, - - - - 





Wonseam 


PATENTED AND REGISTERED 


: SHOES 


Wort Rip 








But that is not all. Wonseam Shoes LOOK as 
good as they ARE and as good as they FEEL. 
Unfortunately we can not make enough of these 
shoes to supply every jobber and have had to 
restrict our list. If yours cannot supply you, 
let us know and possibly we can help him and 
you, too. 

















Tongue One >> 


PATENTED 
JAN.21, 1916 






































New Hampshire 
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Reduced Hours for Employes 

F The C. V. Watson Shoe Company of 
this city has reduced the hours of labor 
in its plant to from 54 to 48 weekly 
while maintaining the present weekly 
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.wage. The factory is now being re- 
organized to double its capacity and 
will, in the near future, have an output 
of 1200 pairs daily of women’s McKay 
footwear. 


Brockton 


DEATH{ OF, PROMINENT 
MANUFACTURER 


Veteran Member of Local Trade 
Passes Away 


Oliver B. Quinby, one of Brockton’s 
pioneer shoe manufacturers, died at his 
home in this city, May 6, after a brief 
illness from pneumonia. Mr. Quinby, 


who was in his 78th year, was born at 
Libson, Me. Asa youth he followed the 
sea and at the outbreak of the Civil 


War, enlisted in the Maine Light 
Artillery, serving until the conclusion 
of the war. After a brief experience in 
newspaper work in Augusta, Maine, he 
came to Brockton and obtained a 
position with Stacy, Adams & Jones 
who, at that time, 1876, had begun 
manufacturing shoes in a small way in 
this city. A few years later he became a 
member of the firm, and with Messrs. 
Stacy and Adams was, for many years, 
active in the conduct of the business. 





Stacy-Adams Company, of which Mr. 
Quinby was chosen treasurer. He was 
one of Brockton’s most prominent and 
esteemed citizens, being active in fra- 
ternal, social and church organizations. 
Mr. Quinby was a widower, his wife 
having died about a year ago. His 
passing takes away another of the 
Brockton shoe manufacturers’ ‘old 
guard,” of whom few now remain. 


DEMAND FOR SEASONABLE 
SHOES 


Manufacturers Busy on Deliveries 


The Easter season, which has usually 
been considered as marking the height 
of the demand for Spring footwear, has 
this year by no means lessened the call 
for immediate delivery goods. Brock- 
ton manufacturers are practically unani- 

(Continued on page 95) 





Merchant: Pays 





Roy R. Reynolds of Henryetta, 
Okla., delightfully surprised the 
Smith-Briscoe Shoe Company of 
Lynchburg, Va., recently and here, 
is the story as the Smith-Briscoe 
Shoe Company tells it. 

“This is one of the most - 
unique experiences we have ever 
come in contact with in our long 
business life. Mr. Reynolds was 
forced to take the benefit of the 
bankrupt law in 1914, and after 
dispursing all of his assets he still 
owed us eight hundred and some 
odd dollars. He had nothing left 
except confidence in his ability, 
and Steadfast Shoes, and with this 
capital and some aid from his local 
banker, who had confidence in his 
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Up Old Account---After Bankruptcy 


honesty and integrity, he started 
in the retail business again, and has 
made good. 

“On March 12th he mailed 
us a check for what the Bank- 
ruptcy Court relieved him of in 
1914 and we had never expected 
to get, as this is the first time 
any one has ever paid up a debt of 
this kind with us. He mailed 
us a kodak picture with the 
check, which we _ prize very 
highly. We had a cut made of 
the check and his photograph and 
have hung it in our sample room, 
which we hope will be an inspira- 
tion to any one who sees it, if 
they feel down and out.” 


eg | 
| 
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OF HENRYETTA 
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In 1908 the firm was incorporated as 









































BOOT AND SHOE RECORDER 


SPATS -... 


SINCE 1898 pats 






Spats are aristocrats 
in their field. Made the 
very best we can make 
them—with extreme 
care and skill—and with 
that style and finish 
gained through 21 years 
of steady manufacture. 
For we’ve been making 


Spats Since 
1898 


See Our Splendid 
Fall Line 


A request brings a man 
your way. Hecan show 
you why they are what 
you want. 


William Greilich & Sons 


BROOKLYN, N. Y. 
NEW YORK CITY OFFICE 


MARBRIDGE BLDG. 
47 W. 34th St. 
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—the satisfying, 
quick selling 
kind ! 
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“WHITCOMB” 


The Name That Means Big Values In Men’s 
Stylish Welt Shoes 











These Two Special Num- 
bers Are Now In Stock 
Ready For At Once 


Shipment. 





STOCK NO. 1912 oot STOCK NO. 905 
Mahogany Vamp with * s — Mahogany Vamp with a 
a Gray Buck Top, Sizes ; eee : Brown Side Top, only 
5-10 sold in case lots of 24 


Price $4.50 
pair. 
* All Sizes Price $3.85 


A COMPLETE LINE OF OXFORDS IN STOCK 


Price 
1200 Gun Metal Blucher Oxford Crest $3.00 
1300 Mahogany Horse English Oxford Presto é 3.35 
1301 Mahogany Horse Blucher Oxford Tryon 3.35 
1302 Gun Metal English Oxford Presto : 3.35 
1303 Gun Metal Blucher Oxford Crown 3.35 
1304 Black Vici Blucher Oxford Hiker 3.75 
1305 Mahogany Side Blucher Oxford Velvet 3.60 
1306 Mahogany Side English Oxford Presto 3.60 
1400 Mahogany Titan Blucher Oxford Parade 4.00 
1401 Mahogany Titan English Oxford Presto 4.00 
1402 Medium Brown Vici Blucher Oxford Hiker 4.35 
2357 Gun Metal Blucher Oxford Ballroom 8 3.75 
2358 Black Vici Blucher Oxford Ballroom 8 4.25 


WHITCOMB SHOE COMPANY 


HAVERHILL, MASS. 





























The Moccasin 


F the American Indian not only pro- 

tected him from the forces of 

Nature but it was the identification of 
his tribe. 

ALGONQUIN AND IROQUOIS, 
Mohawk and Seneca, Delaware and 
Shawnee, Seminole and Sioux, were each 
known by their Moccasin marks and 
today the 

COMANCHE AND NAVAJO, 
the Cheyenne and Apache are differen: 
tiated by their footwear. 























Modern civilization rubs out dividing 
lines of races. Modern shoemaking 
obliterates the peculiarities of peoples, and, 
while removing the foolish and fantastic, 
preserves the smart and distinctive. 


United Shoe Machinery [Co 





Fd 
va 
‘Ds 


BRANCHES. 
= Auburn, Me. .......-- 87 Main Cincinnati . . .708 Broadway 
ee Brockton, Mass. ..... 93 Center Haverhill, Mass. ..... 145 Essex 


oveeee 18 South Marker Lynn, Mass......... 














The Goodyear Welt Shoe 


Is the goal towards which the Moccasin 
and all primitive footwear have been trav- 
eling down the years. It is a combination 
of art and ease, craftsmanship_and com- 
fort, suitability and durability, useful in 
all lands, adaptable to all conditions, 
serviceable in all climates. It is the high 
water mark of the shoemaker’s art; and 
as it removes all distinctions of class and 


tribe, 


The Goodyear Welt Shoe 
is the 


Shoe of Democracy 


Corporation ----Boston 


BRANCHES : 


Johnson City, N. ¥. .. 124 Main dh York - 
. Philadelphia. .. 22: North 13 
aeetiee a0 Fou 9 een, 1Y......990 0 


New Orleans 216 Chartres St. Louis 
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Buy Them Now! 


Our stock department is complete and we can ship stock orders same day 
as received. Prompt service on stock orders is a “hobby” with us. The 
dependable quality of our product together with prompt service accounts 
for the rapid growth of our business. 














Prices subject to change 
without notice 


No. 669 


vise Grain Black Kid 2 Strap Pump, 12-8 pod, 
.C,D $3.3. 


Plain Lace Comfort Oxford, Low heel, E, EE 
$2.65 


No. 668 
Blk. Kid, 2 Stra 
ok Fi xia Pl. Toe Blucher Oxford, 12-8 ee on gee bots 
No. 





No. 114 


aid ee Oxford, St. Tip, rubber heel, C, 
E, E $2 rt} 


Hy “" 
Black Kid oy qi , 10-8 Rubber Heel Blucher ar Wha 
Oxford, B, C $3.35 


AULT-WILLIAMSON SHOE CO. 


MANUFACTURERS 


AUBURN, - - MAINE 
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BROCKTON 
(Concluded from page 89) 


mous in saying that the call is now just 
as insistent for seasonable shoes as 
previous to the Easter season. Oxford 
sales are making new records for this 
time of the year. Salesmen who are 
out with Fall samples are sending in a 
large amount of business for low cut 
footwear for immediate delivery. Facili- 
ties of the stock departments of the 
various factories are overtaxed along 
the same line. There is every indication 
that the demand for oxfords will con- 
tinue for weeks to come and that mer- 
chants throughout the country are 
expecting the longest oxford season 
which they have ever known. 


LASTS FOR SPRING OF 1920 
Show Long Drawn Out Effects 


Tendencies in lasts for the Spring of 
1920 are toward the continuation of the 
long drawn out effects which arg pre- 
vailing at the present time. Shoe manu- 
facturers of this city are now con- 
sidering lasts for their 1920 samples. 
Some of these are even more extreme 
than the shapes which are now shown. 
One of the new lasts for Spring is fully 
three sizes beyond the ‘“‘stick,’’ with a 
narrow toe, flat tread, and carrying a 
one-inch heel. This is indicative of the 
Spring styles for 1920 in men’s shoes 
and, in the opinion of local manu- 
facturers, will represent the smart high 
grade effects in next year’s footwear. 


BUSINESS COMING TO 
FACTORIES 


Good Orders from Travelers 


Orders for Fall delivery are being 
received in good volume at Brockton 
factories. Local manufacturers are of 
the opinion that merchants generally 
have fully made up their minds that 
there will be no advantage gained by 
waiting. Orders which are placed now 
will be produced at present market 
prices, while later the prospects are for 
even higher footwear figures. The high 
price of dependable leather, the in- 
creased cost of labor and the shorter 
working hours in factories all tend to- 
ward higher prices. There is nothing in 
sight, manufacturers say, which can 
possibly be construed into the lowering 
in the prices of Fall footwear. The 
policy which merchants are now pur- 
suing as regards the placing of Fall 
orders is one which, in the opinion of 
he trade here, is strictly according to a 
ommon sense view of the business and 
market situations. 


New Record in Factory 
Production 


Typical of the large output from local 
factories at the present time is that of 
the C. S. Marshall Company’s plant, 
which is producing more goods at the 
present time than ever before since its 
establishment. This concern, which is 
identified with a line of high grade 
men’s welts, is maintaining in its 
present production the high reputation 
which the ‘‘Marshall-Made” footwear 
has long enjoyed. 


BOOT AND SHOE RECORDER 95 


New Ruling on Fibre Containers 


So large a part of shoe shipments 
from Brockton factories are now made 
in fibre containers that a new ruling 
which has been put into effect concern- 
ing such shipments is of trade interest. 
Fibre containers sent by freight must 
show a description of the contents, 
otherwise a much higher rate is charged. 
Containers packed with shoes must 
have the word “Shoes” on the outside 
of the container or, in more detail: 
“This package contains shoes.” 


Boston 


BOSTON STYLE SHOW PLANS 


Big Feature of Boston Market 
Season July 14-17 


The fourth semi-annual Boston Shoe 
Style Show to be held in Symphony 
Hall, July 14-15-16-17, under the 
direction of William H. Walsh, is ex- 


WILLIAM H. WALSH 
Director Boston Shoe Style Show 


pected to display more new styles in 
both men’s and women’s footwear than 
have ever been introduced at any shoe 
style event in this country. 

Several leading New England manu- 
facturers are co-operating with Manager 
Walsh in ‘an effort to make the show 
surpass even the record breaking show 
oflast January. | P 

One Haverhill manufacturer who has 
always been a staunch supporter of the 
Boston show stated this week that he 
was holding back a new style for the 
show that he expects to be the most 
popular shoe he has ever made. 

Plans for the show are nearly com- 


pleted and Manager Walsh promises a 
show that will be of very great import- 
ance to buyers from all sections of the 
country. As in the past shows, living 
models will demonstrate the new styles 
on a runway each evening and many 
new novel ideas will be introdued to 
show new styles during the exposition: 


News of the N. S. R. A. 1920 
Convention 


W. W. Willson, a strong 1920 con- 
vention boost2r and General Conven- 
tion chairman, reports that the com- 
mittees for the ‘big meet,’ January 
12-15 next, are well under way and 
everything is well organized. He states 
that the prospect are very bright for 
one of the biggest and best retail shoe 
merchants’ conveations ever held in the ° 
United States. A couple of weeks ago 
Mr. Willson attended a meeting in 
Philadelphia where he made a report to 
the directors of the National Shoe Re- 
tailers’ Association on the progress of 
the Boston Committee. All were ap- 
parently very much pleased with the 
good work accomplished. Mechanics 
Building will be the scene of a busy 
throng of merchants and manufacturers 
in January next. Several hundred 
exhibits covering the important lines 
of the trade—manufacturing, wholesale, 
findings, leather, etc.—will be featured, 
the fittings for the booths in Exhibition 
Hall have already been contracted for. 


Charles C. Ferrers, Chairman Style 
Show Committee 


Charles C. Ferrers of Jordan Marsh 
Company is chairman of the style show 
committee. The style show promises to 
be a big feature. A banquet will be 
held and other features which will be 
instructive to the retail merchants. The 
program committee plan that one full 
day shall be devoted to the discussion of 
important subjects pertaining to the 
retail trade. 

(Continued on page 116) 
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Chandler’s 
Shoe 
Novelties 


Buckles 


Plain or Fancy Metal, Imi- 
tation Steel Novelty or 
Beadet, and Leather Cov- 
ered. Many attractive new 
styles have recently been 
added to our line. 
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Leather Tongues 
Large and Medium Sizes, in 
Patent Leather, Gun Metal, 
White Kid and Canvas. 
(Browns and Fancy colors to 
order only.) 


Colonial 
Combinations 


In all the season’s wanted 
styles. A few of our Leading 
Patterns illustrated. (Cuts 
shown are 2-3 original size.) 


**Flexo Bows’’ 


Made in all sizes and styles of 
Fine or Coarse Wale Silk or 
Silk Faced Ribbons. 


ee eee 
oR ee Or EL ecm tem ants af —~ a: 


(If you have not received 
a copy of our Recently Is- 
sued Style Folder — write 
for one today.) 


C. A. BROWNING 
COMPANY 


BOSTON - 









































It’s About As Easy 


To put a bad check thru 


THE BANK CLEARING j 
HOUSE Low Cut Footwear 


; as it is 
To put a poor credit thru | For 
At-Once 


THE CREDIT CLEARING » + 
Shipment 


589— “* 
The Credit Clearing House 589— “ 
“Builder of Better Credits” 


Executive Offices: 440 Fourth Ave., New York, N. Y. . BACON-~ROLLINS COMPANY : 


Branches in all important cities | SUCCESSOR TO GEO.F. DANIELS Corp. 


LYNN, MASS. 
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A SERVICE OF SHOE 
DISTRIBUTION 


Organized by Bush Terminal Com- 
pany with Arthur I. Benedict in 
Charge 

The Bush Terminal Company an- 
nounces the appointment of Arthur I. 
Benedict, who will have charge of all 
the operations of the shoe and findings 
department of the company. 

Mr. Benedict’s circle of friends and 
acquaintances in the shoe business ex- 
tends throughout the country. His 
many years of experience in the manu- 
facture and sale of footwear have given 
him a broad knowledge of the conditions 
which govern distribution in domestic 
and foreign markets. 

Mr. Benedict has been in the shoe 
business all his life, beginning his busi- 
ness career more than a quarter of a 
century ago with his father’s firm, 
J. Irving Benedict and Son, then of 140- 
142 Duane Street, New York, with 
factories in New Canaan, Connecticut. 
The Benedict family has been identified 


with the industry for more than one . 


hundred years. A book containing an 
account of its past in the shoe industry 
bears date of 1752. 


A Most Active Shoeman 

After leaving his father’s firm, Mr. 
Benedict weat with Morse and Rogers 
and established their export depart- 
ment. He later became connected with 
Edwin C. Burt & Co., as sales manager 
and as member of the firm. Before 
assuming his present position with the 
Bush Terminal Company he was the 
New York representative of the Dugan- 
Hudson Company, Rochester, N. Y. 

Mr. Benedict was in the export shoe 
business for about twelve years. For 
seven years of that time he traveled 
abroad exclusively, selling goods for ex- 
port and establishing agencies. He 
sold shoes for export in England, Ire- 
land, Scotland, France, Belgium, Hol- 
land, Australia, New ZeaJand and in 
Latin-America. For a number of years 
Mr. Benedict acted as resident buyer 
for two of the largest firms in Aus- 
tralasia. Mr. Benedict is past president 


Travelin Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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of the National Shoe Travelers’ Asso- 
ciation, and last. year was president of 
the Boot and Shoe Travelers’ Associa- 
tion of New York. 


Personal Service to Buyers 


The Shoe and Findings Department 
of the Bush Terminal Company in- 
cludes the wholesale selling operations of 
three floors, the 14th, 15th and 16th 


ARTHUR I. BENEDICT 


floors, respectively, of the. Bush Termi- 
nal Sales Building, at 130 West 42d 
Street, New York. Under Mr. Bene- 
dict’s direction, this department will be 
organized to render the highest type of 
assistance to all shoe buyers visiting the 
New York markets and all manu- 
facturers whose lines are sold and shown 
to those buyers. 

Mr. Benedict predicts a big export 
future for the American shoe manu- 
facturing industry, and sees a direct 
means of promoting the industry 
through the Bush Terminal Sales Ser- 
vice and the Bush Terminals in Brook- 
lyn, with their shipping and export 
service facilities. 

Mr. Benedict says: 
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“I will be glad to welcome all my 
friends and acquaintances in the trade 
when they come this way. 

“TI know the'lines carried here will in- 
terest them. We have an extraordi- 
narily fine representation of manu- 
facturers in this building. I will extend 
an invitation to all shoe men to enjoy 
the facilities of our International Buyers’ 
Club. It is equipped with every con- 
venience and is as luxuriously appointed 
as any club rooms in New York City. 
The club rooms occupy the first three 
floors of the Bush Terminal Sales Build- 
ing, in Times Square. We will gladly 
welcome any, shoe men coming to New 
York. All manufacturers of shoes and 
findings, buyers, retailer; and others in 
the industry can consider this their 
home while in New York.” 

Mr. Benedict is interested, he said, in 
establish'ng a sales service in the shoe 
and findings department of the Bush 
Terminal Sales Building, similar to that 
obtaining in the infants’ wear depart- 
ment on the sixth floor of the building. 
“IT am interested,”’ he said, ‘in securing 
a representation in the building of 
manufacturers of shoes who carry a 
stock on the floor, specialty goods, men 
who advertise and will take advantage 
of the co-operative advertising offered 
by the Bush Terminal Company. 

“We are offering our tenants unusual 
opportunities for strong co-operative 
advertising and desire a united front for 
the domestic and foreign trade.” 


R. H. Lavender Finds Good Business 
in the South 


R. H. Lavender of the Wise, Shaw & 
Feder Co., Cincinnati, writes that con- . 
ditions in the South “are great.” 
‘‘Business with me,”’ writes Mr. Laven- 
der, “is better than ever. The mer- 
chants in my territory are buying very 
freely and there is a great demand for 
high-grade shoes. In many small towns 
I make the stores are retailing pumps 
as high as. $14.50 and $15.50. I am 
traveling part of Kentucky, Tennessee 
and Illinois, all of Arkansas and Mis- 
souri for my house.” 
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Dark Tan Shoes 
and Oxfords 


have the eall---- They’re going swift 


We have kept pace with demand by speeding up and can make out-of-stock 
deliveries now on ‘‘Konqueror”’ 


No. 956 Low Shoe 
« 750 High Shoe 
« 741 High Shoe 


Refer to our catalogue for description and prices. If you have none, 
send for copy. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
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SPATS THAT SELL— 


Our New Fall Line Shows Felt and Kersey Cloth in Castor, 
Fawn, Taupe, Pearl Gray, Brown, Black and White : : : :: 


$10.00 to $30.00 Per Dozen Send for Samples 


THE SIMON HALPERIN CO. 


121-123-125 WEST 17th ST., NEW YORK CITY 
ALSO MANUFACTURERS OF LADIES’ 2 PLY SHOE TONGUE PADS 
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SOLVE YOUR WINDOW WORRIES 


Your windows reflect the character of your merchandise. Always strive to improve them. Don’t 
waste valuable time stuffing your shoe tops with paper, etc., which distorts their appearance 
when at a small cost you can make your display shoes look trim and graceful. 

‘A justo” Boot Leg Forms are quickly and easily adjusted. The slide does the work, it expands the 
form, gives the shoe a smooth, graceful appearance and holds it in a perfect position. Try this 
simple inexpensive way. The cost is small but results are great. Order enough for your windows 





at 





today. 
Also form up your Spats with ‘‘Ajustos.”’ 


Price $3.00 the dozen, f. o. b., Pittsburg. 
If your jobber cannot supply you, order direct. 


U. S. SPECIALTY MFG. CO. 
DEPT. A, PITTSBURG, KANSAS" - 


Model No. 2 for A & B Widths 
Model No. 3 for C-& D Widths (And Remember It’s Kansas) 
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A semi-military style that quickly gains 
the ex-soldier’s approval. It appeals to 
his eye. It fits his foot. 


IN STOCK 


Packard-Branded or Plain 


No. 602 — RITZ No. 626 — RITZ 


Mahogany Mahogany 
Russia Calf Russia Calf 
New York Bal. New York Oxford 


$7.00 $6.50 


You need 
our 
Complete 
Stock 
Catalog 


BOSTON, MASS. M. A. PACKARD COMPANY NEW YORK CITY 
60 South St. ° Brockton, Mass. 127 Duane St. 
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SPECIAL OFFER 
+> O l On 1 d l B uC k | © S ittitcitvtneaitncnmatn we 


FOR AT ONCE DELIVERY 


36 pairs assorted shapes Don’t miss it! 
and finishes, carded in 


pairs and filled ready for 
adjustment. Priced from 
AO to $2.50 a pair. Net 
cash 30 days, 2% 10 days. 


Prompt delivery by parcel post, in- D. * D udley & CO. 


sured, prepaid. No returns, or 66 Washington St. 
catalog. 
HAVERHILL, MASS. 


ADDRESS DEPT. (R) 
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USrrect Dodg' ce 
For All Occasions 


IN STOCK 


ADONIS COLONIAL 


No. 273. Gun Metal Calf, $6.25 
No. 276. Patent, 5.50 
No. 277. White SeaIsland, 5.00 
No. 278. White Calf, 6.50 


Silver buckle filled to match 
leather. 

White Celluloid buckle on Sea 
Island. 

214” full Louis heels, long 
| vamps, narrow toes. 


| 


| 





Delivery June Ist 


The Correct Dodge Shoes can only be obtained from our agents at their offices as published here or direct from us. 
We have no other wholesale agencies. Any statements to the contrary are incorrect. 


Prices Not Guaranteed. 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York Philadelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bidg. 22 W. Jackson Bivd. 417 Pacific Bidg. 
reat Bidg. 


Montgomery Kansas Cry, Mo. 
20 Galena Ave. 537 Ridge Bidg. 
All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25c a pair extra. 
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PHILADELPHIA 


THE WORLD’S WORKSHOP 














BLACK SATIN ’ ON THE 
IN GREAT FLOOR NOW 
DEMAND 














Black Satin Oxford, Full Louis Covered: Heel 
“ Pump, “ 


Turned Soles, Four Inch Vamps 
AA to C 


WELT OXFORDS, MILITARY, HEEL 


Number 441 Gun Metal, Imt. Straight Tip, B, C, D.. 
“ 442 Russ Calf, “ & bb 
443 Black Vici, “ ‘i ” 
444 Gun\Metal, “ Wing Tip, A to 'D 
446 Russ\Calf,  “ C, D.. 


W. T. HOLMES COMPANY 


15 North Fourth Street PHILADELPHIA 
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We're Passing ’Em Right Out 


Model No. 180, Illustrated, Has Big Call 


“Just Wright” Stock 
Styles will pull trade as 


molasses draws flies. 


Nineteen beautifully fashioned 
shoes from which to make a 
choice. All the most in de- 
mand leathers are represented. - 
Some styles have half rubber 
heels. 


Full narrow, pointed and full 
round toes are shown. The 


Popular Military 
Model 


illustrated here is made over 
the famous Munson last. 


Great seller. It’s a full grain 
tan blucher. Has heavy steel 
shanks. Wonderful buy. Solid 
construction throughout. 


Sizes A, 6 to 11; B, 5% to 11; 
C, D, E,5 to 11. Price $5.75. 


A few stock catalogues s till 


available. Have you one, or 
do you want another? 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street Washington Arcade Pacific Building 




















Points of Excellence in the Fenton ‘‘Cush-Flex” Process Boots 
STYLES—combining good taste plus originality and distinction— 
catering to the most discriminating Merchants. 

FITTING QUALITIES—the best—snug fitting arches and ankles— 
standard measurements throughout. 

WORKMANSHIP—high standard—in harmony with the better 
character of the line. 


STYLE SHOWN 


THE CLEOPATRA 


Black Patent Vamp, No. 18 Taupe Nubuck 9 inch Top, 19-8 celluloid 
covered full Louis heel, close trimmed Fenton “Cush-Flex” process 
sole. (Made also with No. 74, No. 26 or No. 88 F. B. & C Kid Top.) 


THE JOHN FENTON SHOE MFG. CO. 
COLUMBUS, OHIO 
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Stock No. 2159—Patent chimmy 
ump, 18-8 leather Louis heel, 
exible McKay, B, C and D.$3.90 


Stock No. 2158—Same 
as above, in dull kid, B, 
Cane D.......< ae 
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Stock No. 3600-—-Women’s white 
buck oxfords, 13-8 military heel, 
wing tip, McKay, C and D widths, 
2% to7 $3.25 


Stock No. 3601—Women’s white 
buck oxford, leather Louis heel, 
o— tip, McKay, C D 
widths, 2% to 8 


Stock No. 2266—Wo- 
men’s 9” lace, white 
buck lace, military heel, 


— imitation tip, C 


and 2% to 7..$4.15 








IN STOCK 








Stock No. 4257— Women’s black 
vici kid, hand turn, one strap 
slipper, cushion inner, rubber 
heel, E and EE, 4-9 


Stock No. 4258—Same as above 
with two straps, E and EE, 4-9 
$2.25 

Stock No. 510—Wo- 

men’s black cab. one 


strap house slipper, 
Stod........ Gas 








Detroit Office 


14 ROWLAND BLDG. 
JACK WALBENSTIEN 
In Charge 








‘ 


Stock No. 2455— Women’s white 

washable kid, 13-8 military heel, 

Goodyear welt oxford, imitation 

— t tip, A, B, C and D widths, 
to 


Stock No. 2456—Same as above 
in white buck, B, C and D, 3 to 8, 
$4.25 


Stock No. 2457—Same 
as above in fine grade 
white canvas, B, C and 
D widths, 3 to 8. .$3.50 
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12 Pair 


IAL VALUES Lots Only 


Quick Turnover Samples 
on Request 


Prices NOW! 











Stock No. 2434— Women’s black Stock No. 1122—Women’s pa- 
vici kid oxford, leather Louis heel, tent oxford, 13-8 military heel, 
imitation straight tip, flexible str 
McKay, B, C and D widths, 3 to and 


8 : 
—_ Stock No. 1365—Same 
Stock No. 2435—Same as above as above in gun metal 
in plain toe, B, C and D, 3 to 8 calf, C and D $3.35 
$3.35 


Stock No. 2448—Same 
as above in brown kid, 
plain toe, B, C and D, 
3 tO 8........... eee 





Ready to Ship 











Stock No. 3305—Black satin Stock No. 4261— Women’s black 

ump, leather Louis heel, enamel vici kid comfort shoe, plain toe, 

Rnish, very flexible McKay, AA-C hand turn, rubber heel, cushion 

$3.00 inner, EE widths, 4 

: 9 $3.00 
Stock No. 3300— 

Same as above in all Stock No. 4262— 

Same as above with 


black satin oxford, ; 
leather Louis heel, tip, EE, 4 to 9. $3.00 


enamel finish, very 
_—— McKay, AA- 





S H O EK C O . Milwaukee Quarters 


ATOR BUILDING WISCONSIN HOTEL 
RALPH WOLPE 


CHICAGO etenes 
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Every phase of the leather market 
points to still further advances in the 
prices far above all former records. 
There is the same story all along the 
line, from the hide to the finished 
leather. And with this comes higher 
quotations for boots and shoes, as each 
one passes the advance along, until it 
reaches the ultimate consumer. But 
with shoe manufacturers able to thus 
‘pass the buck” they are willing to pay 
the higher prices charged them for 
leather, and as orders are coming in 
most encouragingly, they are buying 
with sufficient activity to completely 
clear the markets of some stocks, while 
greatly depleting others. 


SOLE LEATHER 


Best Grades Sold Ahead and Prices 
Higher 

The demand for sole leather both 
whole stock and offal is increasing 
steadily, and to such an extent that 
many stocks are sold down to bare 
floors, and orders for future delivery 
are being taken. Naturally with such 
a condition in existence, prices are not 
only very firm, but are advancing and 
there is little probability that today’s 
quotations will be correct when this 
page reaches the hands of the readers. 
Shoe manufacturers are buying. The 
export demand continues, and the two, 
working together have brought about a 
scarcity in desirable grades which is to 
be still more marked as the weeks go 
on, and shoe dealers place their orders 
for next season’s goods. No. 1 heavy 
dry hide hemlock is now held at 48 to. 
50c, and other selections 47 and 44c 
Middle and light weights quoted about 
le under these figures. Some sales of 
packer hide hemlock reported in New 
York at 52c. There are quite heavy 
stocks of good damaged and poor 
damaged hemlock, but as a rule, all 
other grades fully sold up. Union sole 
has taken a jump since last report, and 
best cow backs are firm at 77c. Steer 
backs held at 74 to 75c. Sole cutters 
are purchasing light and middle weights 
but heavies are in less demand. Oak 
‘sole is selling actively mainly in the 


The Le 
Weekly 





better grades and selections. Oak 
bends are quoted 95 to 98c for heavy, 
but we hear of no sales at the higher 
figures. Steer and cow backs are quoted 
at 80c. Belting butts are quoted 96c 
for No. 1, light and middle weights, and 
93 to 94c for heavies. Best curried 
centres $1.25 to $1.31 according to 
width. 

Offal of all kinds continues in excel- 
lent demand, and there are no larger 
stocks, while some dealers are sold to 
bare floors. Bellies are selling at 18 to 
19c for hemlock; 22c for union cow, and 
24c for union steers. Oak bellies range 
from 28 or 29c for packer steers to 34c 
for light cows. Shoulders are quoted 
30c for hemlock, 46 to 52c for union, 
and 45 to 50c for scoured oak. Double 
shoulders 61 to 64c. 


Upper Leather 


The upper leather market is in much 
the same condition as last week, only 
more so. The demand continues for 
top grades, while the lower qualities 
are neglected. Shoe manufacturers, 
assured of higher prices for their goods 
are willing to buy high grade leathers to 
assure satisfaction to the buyers of their 
higher cost shoes. The call for export 
seems also largely for the best grades 
and this further embarrasses tanners 
whose output necessarily includes some 
proportion of the lower grades. Prices 
are strong, and advancing. Customers 
can buy lower grades today at lower 
comparative prices than will be possible 
later, when shoe manufacturers will be 
forced to purchase these lower grades 
because of exhaustion of better quality 
stocks. Calf leathers are firm and 
very high. Some special qualities in 
colored calf sell as high as 90c though 
85, 83, 80c are about the right quota- 
tions. Black calf in navy grades held 
at 75c. Average quotations for black 
75, 73, 70c. Ooze calf quoted 90c to 
$1.00 a foot. Side leathers which 
closely resemble calfskin are quoted 
56, 54, 51c for colors and 50, 48, 45c for 
blacks. White buck finish held at 45 
to 60c, and buck finish colors 70, 65, 
62c. There is a good export call for 
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her Market 
Review of Leather 
Supplies and Prices 
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waxed splits, and a better call for ooze 
finish splits. Flexibles in good demand. 
Patent leather is sold ahead, with best 
grades bringing 70c a foot. Patent 
colt 45 to 75c and patent kid 50 to 90c. 
Glazed kid in somewhat better supply; 
colors selling at 75 to 95c and blacks 
nearly the same range . 


HIDES 


Market Higher with Prices Some- 
what Irregular 


The market has strengthened further- 
since last report, with a continued 
demand for extremes, which are scarce 
and still higher. Tanners are anxious 
buyers, and willing to pay asking prices 
to secure the hides. Some Fall take-off 
extremes reported sold at 32c, and cur- 
rent take-off quoted at 28 to 30c. Buffs. 
quoted 23 to 25c. Southerns higher, 
with best Northerns free from grubs. 
held at 30 to 3114c, Middles and for- 
Southern 29 and 27c. Very few New 
Englands offered with prices varying- 
greatly. Extremes held at 33c. 

The Chicago packer hide market is. 
active, with large sales reported, mostly 
of light weight selections. Heavy na- 
tive steers are quoted 33c for Aprils,. 
33 to 34c for Mays, lights lc less. 
Extremes sold at 32c. Heavy native: 
cows sold 28 to 29c for February, and’ 
March, and 32c for Aprils. Light 
native cows, 32 to 34c. Heavy Texas. 
steers 32 to 33c, light 31 to 32c and 
extremes 30 to 3le. 

The Chicago calfskin market firm. 
and strong, with packer skins sold at 
60c., and now city skins held at same 
figure. Some outside city skins held 
at 57% to 60c, for first salt, and re- 
salted 5214 to 55c for mixed cities and 
countries. Countries held at 50 to. 
52%c. New York city skins are now 
held at $5.10, $6.25 and $7.25. 

Dry hides have sold well the past 
week, mountain Bogotas and Orinocos 
bringing 43c, Puerto Cabellos 42)%c; 
and Central Americans 42c. Wet salted 
brought higher prices, frigorifico steers= 
39c and cows 34c. Mataderos sold at. 
2234c. 











May 10, 1919 BOOT AND SHOE RECORDER 107 
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arrived |” 










CARRIED IN STOCK 


Model 807 — 
Vassar Toe Glove 
Grip 84-in Bal, 
Dark Brown 
Kid, Imitation 
Straight Tip, 15-8 
Heel. AAA 5 to 
9,AA 4to 9,A 
3to8 B&C 
2% to 8. 


Price $8.50 















TEMPTED— and where’s the woman 
that isn’t when “Glove Grip” shoes 
meet her eyes ? 

They’ll all fall for them — and become 
so attached to them that the love fired 
at first sight will endure for years. 
Every pair sold will earn you a profit 
far greater than the returns on a gilt 
edge investment. 

Ten styles for men 1 and four for women 
in stock. 

Catalogue obtainable anytime. 
Advance showing of Fall and Winter 
styles now being made by salesmen. 
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“A Shoe That’s Right” 


Are You Getting All the 
Oxfords You Need? 
~ Don’t Lose Oxford Sales. 

We Have 10 Styles of 
Men’s. 














OXFORDSIN STOCK: 





Black and Colored Leathers, Branded 
or Unbranded, for Quick Shipment. 
Two Styles Shown Here. 


ORDER TODAY. 


GET WHAT YOU WANT WHEN YOU WANT IT. 





Write for Illustrated Folder, showing ‘‘Cygolf’’ Oxfords 
and High Shoes for At-Once Delivery. 











KELLY-BUCKLEY COMPANY 


BROCKTON, MASS. 
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**PARKWAY’’ MODEL. DARK BROWN CALF, ALSO GUN METAL CALF 
FURNISHED PROMPTLY FROM THE CROSSETT IN-STOCK DEPARTMENT 





OU know, if you sell Crossett shoes, that the 
question of their responsibility never bothers you. 


For thirty years and more Crossetts have been the 
shoes of unchanged quality. 


They will never be otherwise so long as we have any- 
thing to say about their production. 


Crossett dealers encounter a minimum of price argu- 
ment from their customers. 


Experience has taught them that Crossett quality 
always warrants the price. 


Shall We Send You Our Spring Stock Catalog—or a Crossett Salesman? 


LEWIS A. CROSSETT, Inc. 


Address all communications to 
NORTH ABINGTON, MASS. 


NEW YORK SALESROOM SAN FRANCISCO SALESROOM BOSTON SALESROOM 
606 Marbridge Bldg. 417 Pacific Bldg. 58 Lincoln Street 






































































































































BOSTON 
(Concluded from page 95) 


The committee has r2cently received 
over 100 applications for exhibition 
space. These applications were re- 
ceived before the committee were really 
prepared to sell the space. The 
members of the committee expect, how- 
ever, to be selling very shortly when 
contracts and blue prints of Mechanics 
Building will be available. 


Four Thousand Retail Merchants 
Circularized 


Already 4000 retail merchants 
throughout the country have received 
literature advertising the big 1920 
Convention. ‘This literature has also 
been’ distributed at every convention 
held since January last. Every presi- 
dent and secretary of every retail shoe 
merchants’ association in the United 
States, both state and local, have re- 
ceived this literature. The boosters’ 
committee, of which Frank Meyer of 
Danville, Illinois, secretary-treasurer 
of the N. S. R. A., is chairman, is very 
busy in its promotional work. 


NEW ENGLAND SHOE AND 
LEATHER ASSOCIATION 


Big Beosters for Victory Loan 


The New England Shoe and Leather 
Association has as usual been a strong 
booster for Uncle Sam. In this Victory 
Liberty Loan the association’s special 
Liberty Loan Committee has urged 
upon every firm and individual in the 
shoe and leather industry the necessity 
of subscribing to the limit. 

The total of Boston’s shoe and leather 
subscriptions as reported to Thos. F. 
Anderson, secretary of the association, 
aggregated $2,250,000 up to May 6. 
The more important of these sub- 
scriptions were $1,000,000 from the 
United Shoe Machinery, $500,000 from 
the Endicott-Johnson Corporation, 
$200,000 from the Thos. G. Plant Com- 
pany, $150,000 from W. H. McElwain 
Company and $100,000 from Kistler 
Lesh & Co., these being percentages of 
subscriptions on the part of those con- 
cerns credited to Boston. 

The total subscriptions by W. H. 
McElwain Company were $650,000 of 
which $400,000 is credited to New 
England, and the remainder to outside 
cities where the firm has branches and 
the total Kistler, Lesh & Co., sub- 
scriptions are $150,000. 

Reports from Brockton, Lynn and 
Haverhill and other large New England 
shoe centers indicate that the shoe 
manufacturers in these places are 
making a creditable showing. 
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Enslyn Gardner 


Enslyn Gardner, secretary for the 
1920 Convention Committee of the 
National Shoe Retailers’ Association, 
assumed his present duties on February 
24last. Mr. Gardner is a Brockton boy, 
a graduate of Burdett College and 
Cornell, Ex. ’18. 

On May 15, 1917 Mr. Gardner en- 
listed in the 14th Engineers (Ry.). 
He paraded in London on August 15, 
1917 and was commissioned a Second 
Lieutenant while in France with the 
Division of Forestry and Construction. 
He returned from over-seas December 





Photograph by Bachrach 


ENSLYN GARDNER 
Secretary 1920 Convention Committee 


23, 1918, and after a brief rest period he 
felt that he should affiliate himself with 
shoe and leather interests. 

He is now busily engaged on con- 
vention work at the office of the Con- 
vention Committee which is located at 
the Boston Shoe Trades’ Club, 24 High 
Street. A great part of his time is 
devoted to the snappy paper, ‘The 
Punch,” published by the Massa- 
chusetts Retail Shoe Merchants’ Asso- 
ciation. 


Establishment of Steamship Line 
Between Boston and Buenos 
Aires 
John S. Emery & Co., Inc., 114 
State Street, Boston, Mass., advise 


that they will establish a regular line of 
steamers for service between Boston and 
Buenos Aires and River Plate points, 
sailing once a month. This service will 
be established within the next three or 
four months. 
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Appointment of Dr. Julius Klein as 
Commercial Attache, Buenos 
Aires 


Dr. Julius Klein of the Bureau’ of 
Foreign and Domestic Commerce has 
recently been appointed United States 
Commercial Attache to the Buenos 
Aires Embassy. He will be in Boston 
from May 6 until about May 13, for 
the purpose of meeting merchants, 
exporters, and others interested in 
Argentina, before leaving for his new 
port. 

The Tanners’ Council, J. Dudiey 
Smith, Manager, with Boston office at 
631 Rice Building, 10 High Street, will 
arrange for appointments with Dr. 
Klein while in Boston. 


For Your Store Library 


The publication of the book on office 
service, systems, etc., is bound to fill a 
long felt want and Schulze’s “Office 
Administration,’’ recently published is 
a book of that type. 

The best principles of office manage- 
ment on an efficient and economical plan 
is discussed in 290 pages, with filing 
systems, order systems, standardiza- 
tion ‘ideas, office layouts and routine 
processes. 

The book is actually a manual of 
office management and covers every- 
thing from the general manager to the 
office boy. It is a book that merchants 
can get ideas from for the betterment of 
their business. This book is published 
by McGraw-Hill Book Company, Inc., 
239 West 39th Street, New York City. 


New Shoe Stores 


Watkins, Minneapolis, Minn. 

Boston Sample Shoe Store, Woon- 
socket, R. I. 

Troeger-Brumfield Shoe Company, 
429 Ninth Street, Huntingdon, W. Va. 








MISCELLANEOUS 


Bicycle 
STEP 
LADDERS 





















May 10, 1919 


BOOT AND SHOE RECORDER 








“Vandyke”’ 
Model 


renewed sales-activity in 

shoe stores, certain types of 
Men’s Tan high shoes have 
come strongly to the front. 


Our “Vandyke,” Stock No. 
1315, is one of them. It has 
good lines, all through. 


Bates dealers find that its 
modified forepart, with semi- 


[ this Spring’s season of 





Stock No. 1315 
Lawrence’s ‘‘No. 13’’ 
Koko Calf, Custom Fittings, 
Orange Stitching 


sidewall shape and moderately 
narrowed toe, has brought a 
lively consumer demand. 


We are able to keep full 
sizing on this Vandyke at our 
Chicago headquarters. But 
hurry your orders, please. 


Shall we send you our 
complete Catalogue of 
Spring styles in stock? 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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The most widely circulated book ever 


printed for the shoe trade is the 


Shoe and Leather 


Lexicon a 
Can be used on 


(Copyrighted and All Rights Reserved) 2 any type o f 
: buckle, eaded 
as well as metal. | 
Absolute rigidity 


Now in its FOURTH edition, enlarged is obtained. 


Many a dealer is ' ' 


and revised, and printed from new type. cashing up on his 
. : plain pumps by 


. a2 . : as 6 use of the 
Three big editions went rapidly, and it is | “Daleo™ device. 
. . . . > 
still selling fast, for it is a book that eases 
: Reorders prove conclusively the success of the ‘‘Dalco’’ 


ll 3; will valu S device. 
every seller of shoes will value for refer DE Bis eecteee eenstiod to ntshen see tee ste 


: | white or black shoes. 
ence or extended study. It is a recog- | Buckles can be attached or detached instantly. 
’ Write today for samples and complete information. 


nized authority in the trade, because of J {| An assortment of buckles with “Dalco” attachment is 
: an ideal sales combination. We supply both. 


its dependable accuracy. It is compact, DALRYMPLE-PULSIFER CO. 


concise, pocket size, not a word wasted. } 88 Washington St., Haverhill, Mass. 
Every member of every sales force 


ought to have a copy. 


50 cents a copy 
3 copies $1.25 


Send check (or stamps) with order to 
Book Dept., “Boot and Shoe Recorder,” 


207 South Street, Boston. — ey aaa ea 


Honorbilt Shoes 
are not only satisfied customers, 
but enthusiastic customers. 


And it’s ENTHUSIASM like 
; this behind a line of merchan- 
Your new salespeople need to dise that makes it a valuable 

5 asset to the merchant. 


Knowledge Is Power 


know the terms of the trade. 


) F. Mayer Boot & Shoe Co. 
5 Milwaukee, Wis. 


Shoe Store Library Dept. 


Boot and Shoe Recorder * af 


== |i 
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SEA-ISLAND 


OXFORDS AND PUMPS 
IN STOCK 


In sufficient quantity for the prompt 
and complete filling of your order. 
TRY IT 


60 Lines Now in Stock 


— See Catalog No. 15 


SEA-ISLAND 


, 


Imitation Beaded Buckle 
With the Angle Attachment 


One of the many original and exclusive 
designs in our line—an exact and artistic 
imitation at a moderate cost— 


WRITE FOR SAMPLES 
OUR ANGLE ATTACHMENT WILL TURN YOUR OPERA PUMPS INTO SMART 
COLONIALS WITHOUT OTHER ALTERATION 


SCHIFF JEWELRY MFG. CO., 403 Broome Street, 


New York, N. Y. 
MAKERS OF SHOE ORNAMENTS OF ALL KINDS 


ETI iiiiiiiiiiiiiiiii) 
PETTITT 


PMTTITITITII i 


N. S. R. A. Convention, Boston, 1920 


Dollars Saved 


are the easiest dollars made. Fire insurance is a small item in 
businféss at best, but it has the biggest effect on a business man’s 
present and future welfare. With this strong fire insurance com- 
pany back of you, you are in a position to make the most of your 
opportunities. We can save you at least 25 per cent on your insur- 
ance costs. Look into this! 


Fitchburg Mutual Fire Insurance Company 
FITCHBURG, MASS. 


The city of 141 diversified industries 
99% of which are locally owned 


The quality shoe laces for every 
requirement. At all jobbers. Always 
specify ‘‘Nufashond.” Samples upon request. 
The Narrow Fabric Co., - 
Reading, Pa. 


“Wi inavasaanaar 


a, 





NUFASHOND 


MITITITIITI 
PIUITIIIIIII 
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|D) KY OXY an 6) 


UNSALABLE SHOES 
and ODDS AND ENDS 


SHIP THEM PO US, th 
vest mar 


Gans Stevens Mercantile Co. 
307 WEST MONROE STREET, CHICAGO 


MISCELLANEOUS 


WANTED TO PURCHASE 














Wanted at Once 


for Department Store 
for 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. 
Leases Taken 

GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
28 Lispenard St., New York City 
Merchandise of All Kinds Purchased 


Short 


WANTED FOR EXPORT 


wl tinued Numbers 
im 
YOUR | Surplus Stocks 
Entire Stocks 

FOR CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 














We quick and pay highest cash price 
tor and wholesale stocks of shoes or 
merchandise. : 


80 years our specialty. 


Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATES 
FRANK W. 


ALKER, 
610 B: 
*Phone, iliamsburg 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


*“‘Recorder”’ rates for space less than one-eighth 
page per issue: 
1 


time 
1 foch..... $4.00 
Zinch..... 8.00 
3 inch... 12.00 
dinch.... 15.00 


OSITIONS WANTED. Tapes cents per word for each insertion 
Minimum amount For other “Want” ad- 
ior each insertion. Minimum 

52 times will be received 
$2.00 
4.00 
6.00 


8.00 


18 times 

$2.75 
5.25 
7.75 

10.00 


26 times 
$2.50 
4.75 
7.00 
9.00 


7 times 
$3.00 
6.00 
9.00 
12.00 











Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


POSITION WANTED 


HELP WANTED 





WANTED-—Salesmen to carry our line of sport- 
ing shoes and moccasins through the est, 
ae and Southern States on a commission basis. 
E. A. Buck Company, Bangor, Maine. 
SALESMAN acquainted with best den of wade 

in New York and vicinity to handle line of 
ladies’ high grade turns made in Brooklyn. Ad- 
dress K154, care Boot and Shoe Recorder, 127 
Duane Street, New York 


SALESMAN Wented—Bapertencel men with 
\ established trade to sell for N. Y. Jobber, one 
for South Jersey and Pennsylvania, one for Con- 
necticut. Men’s and Women’s shoes carried in 
stock. Address in confidence giving details. 
B294, care of Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 
ANTED—First-class eoleomen for Chica 0; 
must be familiar with the trade there and a 
man of the ability and personality that will allow 
him to sell the loop as well as in other sections of 
the city, -— J men of ee experience — 
nr ing give references, € ence, e 
yy EY rien Soe and Shoe Recorder, 207 
South Su .» Boston, Mass. 


WANTED Salesmen for the ‘following terri- 
tories: Eastern Massachusetts and Rhode 
Island; also Connecticut and Eastern New York 
State; also the South. Desire men with experience 
to handle a line of Growing Girl's and Children’s 
shoes on commission, either with or without any 
otber line. Address B290, ome Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


GALESMEN WANTED—Good experienced shoe 
salesmen for high grade Western line of men’s 
work shoes in the following territories: Michigan, 
Ohio, New York, Indiana and Illinois, Virginia and 


Ad 
“Optimo Boot and Shoe Recorder, 
West + oe St., Chicago, Ill. 


WorE SHOE SALESMAN—For high-grade 
“Made in Milwaukee” line of men’s and 
boys’ work and semi-dress Have open 
northern half of Iowa and Louisiana. Business 
established. Commission basis only considered. 
sue Dendees pu, cent gain in business — 
Building ‘actory. Great opportanity 
Luedke Schaefer Shoe Co., Sales Manager, 
Milwaukee, Wis. 





Salesmen Wanted 


Experienced men with established trade 
to carry a leading in-stock line of Boys’ 


shoes. Commission only. Splendid op- 
portunity for young men with experience 
selling jobbing lines. Territories open: 
New York State; Ohio; Indiana; Illinois. 
Address in confidence giving details of 
experience. 


Address B 293, care Boot and Shoe Recorder 
207 South Street, Boston, Mass. 








Salesman Wanted Immediately 
4 1 NAILED WORK SHOE LINE 
Milwaukee Made Shoes 


Good proposition for Live Wire Salesman. 
Address B 295, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


JOBBING proposition wanted for Chicago. 

ag! either Men’s, Boys’, Women’s or 
Children’s. now trade, credits and salesmen. 
250,000.00 first year conservative figure with 
right line. Ready to start now for Fall. Address 
B298 care Boot and Shoe Recorder, 187 W. Madi- 
son Street, Chicago, Ill. 


MAN UFACTURERS—Attention! Have knowl- 
edge of factory systems and costs. Acquaint- 
ed with trade throughout the country. Can man- 
age sales and advertising. Result bringing 
correspondent. Want connection with Sotaee, 
where loyalty, initiative and ability are a 
ciated. Address B299, care Boot — Shoe 
corder, 207 South Street, Boston, Mass. 


RETAIL shoe manager, returning to ‘England in 
June, desires to with o! 
men’s and women’s medium ode shoes as repre- 
sentative in that — a ears’ American 
experience. Address K150 t and Shoe 
Recorder, 127 Duane Street, Ne New York. 


FIRST-CLASS SHOE MAN seeks position; 12 
years’ all round experience. Foot specialist. 
store or di tment. Would 
m. Address B283, Boot 
th St., Boston, Mass. 





Capable managi 
like to locate in Washi 
and Shoe Recorder, 207 S 


THE 3. BERGER CO. Department Store, 
Great Fae Montana, requires the a of 
a Manager for the Shoe Department. ply in 
strict confidence giving epee, age, E. 4 
and salary expected. 


WANTED— Experienced § Shoe § Salesman, Win- 
dow Trimmer and Card Writer, State salary 
wanted. Reference, married or single, age in first 
letter. Phelps Shoe Co., Shreveport, La. 


J gee mnie pte F wanted for New York and 
Sey At to sell bathing shoes, overgaiters and 
Rotting iy pers. Experience. Gen Footwear 
Mfg. Co., 12 Harrison Avenue, Brooklyn, N. 


HEL? WANTED—Salesman, i i 

stitch-down shoes and sandals. Capable to 

sell to jobbers. Give full particulars in first letter. 

2. ees & Co., 248 ‘ayette St., New York 
ity, N. 


HEEL. SALESMEN—Live, energetic young men 
in different parts of the country to sell rubber 
Steateht oe yg oe itory 
it commission n yo terri 
covered, and give age, references and lines 
handled. Cambridge Rubber Company, 











, Mass. 











HELP WANTED 





AGENT WANTED 





} ip ey man that has sold high grade 
Full new line of men’s, all up-to-date 
reed po patterns, also a oon a oom. 
Several lines carried in stock. 
a make shoes that will sell. Nev s. 
.» Worcester, Mass. 


WANTED—A resident agent for Pit’ and 
vicinity to handle on commission a line of 
stylish popular priced men’s yen a Welt Shoes. 
Address applications, s, giving Address 
B300, care t and Shoe Foren ag 207 South 
Street, Boston, Mass. 








WANTED 
General Manager 


FOR 


In-Stock Department 


One of the largest manufacturers 
of men’s shoes in the country, 
located in New England is in 
the market for a live, capable 
man who knows merchandizing 
to take entire charge of our 
recently enlarged in-stock de- 
partment. Preferably a man 
between 30 to 40 who has had 
charge of salesmen or a stock 
department or who has been a 
successful salesman on the road. 
This is a high calibre proposition 
for a high calibre man. Write 
experience, references to this 
address. 


E.E.M. Boot and Shoe Recorder 
207 South Street, Boston, Mass. 




















TO INVEST 


[NYESTMENT— Well known concern making 
Women’s fine shoes, requiring more capital for 
increasi' business, offers op unity to shoe 
retailers for investment of moderate amount that 
will pay about 8 per cent and i oy | co-operation, 
ey a ee service, advantageous discounts, etc 

‘or information address B301, core — and Shoe 
Recorder, 207 South St., Boston, M 











FOR RENT 


FoR RENT—Adequate 
Shoe Department in arr goods store, 
best location in town of or: aa entral Iowa. 
Address B297, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





ice oe up-to-date 








BUSINESS OPPORTUNITY 


IGH Grade Women’s ready to wear store in a 

city of 500,000 in the Middle West. Will lease 
main | poeee, for —, av responsible 
parties ni apply,—a won ul opportunity. 
Address B296, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 











MISCELLANEOUS 


Es: gelling pe pocket side line. Nationally adver- 

iberal commission. Address B302, 
care =. an Shoe Recorder, 127 Duane St., New 
York, N. Y. 














May 10, 1919 
PROPOSALS 


BOOT AND SHOE RECORDER 


WANTED TO PURCHASE 


115 
MISCELLANEOUS 





PROPOSALS FOR INDIAN SUPPLIES: De- 
partment of the Interior, Office of Indian Af- 
fairs, Washington, D. C., April 25, 1919. Sealed 
proposals, plainly marked on the outside of the 
ed envelope: “Proposal for Hardware” (or 
other class of supplies as the case may be) and 
addressed to the “Commissioner of Indian Affairs, 
310 Elm Street, St. Louis, Mo.,”’ will be received 
until 10 o’clock a. m. on each of the following dates 
and on the class of supplies specified, and then 
_ Hardware, June 2, 1919; Furniture, 
ay 27, 1919; Clothing and Piece Goods, 
May 31, 1919; Harness, Lestat, etc., May 29, 
1919; Tinware, Stoves, etc., May 26, 1919; Shoes, 
Overshoes, etc., May 26, 1919; Paints, Oils, etc. 
May 31, 1919; Medical Supplies, June 2, 1919; 
Carbide, etc., May 29, 1919. Schedules covering 
all necessary information for bidders will be fur- 
nished — application to the Indian Office, Wash- 
ington, D. C., and to the U. S. Indian Ware- 
houses at Chicago, St. Louis, and San Francisco. 
The Department reserves the right to reject any 
and all bids or any part of any bid, and to post 
tentative awards promptly, subject to correction. 
CATO SELLS, Commissioner. 








EXPORT OPPORTUNITIES 


Beets AND SHOES WANTED!—Every make, 
style and quality. Ladies’, Gentlemen’s and 
Children’s Footwear. Samples Wanted by a well 
known firm of British manufacturers. Cash 
transactions only. Address R. Asher & Co., 
Head office 154 Bishopszak, London, E.C. England. 
70, York Road, Waterloo, S.E. London, England. 
119, Angel Lane, Stratford, London E. 15, England. 


BIG OPPORTUNITY 
IN 
FOREIGN FIELD 


There is a position open for a big 
man in the shoe manufacturing 
field. He must know shoes and 
what goes into them and be 
capable of assuming large re- 
sponsibility. 

A European firm of strong finan- 
cial resources is planning the 
establishment of several shoe 
manufacturing plants and wishes 
to get in touch with a man 
whose knowledge and experience 
fits him for such a work. 


The opportunity is unusual and 
the remuneration in proportion. 


Address W.M.L., care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 


Retail Store 
il Stor 
0 * 
pportunity 
e e 
in Paris 
We know of a long-established retail 
shoe business in Paris, controlling 
three stores, who are interested to 
sell out. These stores have been 
handling first-class merchandise and 
we feel that here is an unusual op- 
portunity for an individual or manu- 
facturer who is anxious to go into 
the retail shoe business in Paris for 
the purpose of pushing American 
goods. Address Export Opportunity, 
care of Boot and Shoe Recorder, 
Boston, Mass. ’ 
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We Buy for Cash 


Manufacturers’, Jobbers’ and 
q Jobs, 


Retailers 8 
: eee itocks, 


NO QUANTITY TOO LARGE 
We alsc purehase entire stooks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 

Shoe Dept., Martin Posner, Manager 

587 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 

















Metal Shoe Fitting Stools 
And Floor 
Mirro: 





Ne. 141 


Write fer The Chicago 
“Pree” Wire Chair Co. 
621 N. LA SALLE STREET, 
CHICAGO, ILLINOIS 














Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
ire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 Broadway, New York 


Phone Canal 4119 
We also purchase clothing, 
hats furnishing goods. etc. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 


stock of Shoes. 
Leases having a short term torun taken 


over. Established 25 years. 


I. OLENICK 
413 Broadway, New York Tel. 9531 Canal 








ANY 
ue) y 


\ 


\\ 


a 
. m\ a 














CASH PAID 
fer shee stores er surplus stecks ef shea 
er fer ether merchandise. Leases taken 
ever. We will send a representative te 
fmvestigate and make offer upen request. 
Max Kalter Mercantile Co. 


591 Broad New York Ci 
"hone Spring 4573 ” 
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Seeesease. 
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A Great Chance to Get 
SOFT SOLE SHOES AND SANDALS 
JOBBERS AND RETAILERS 
Do you want to getin touch witha snappy 
line of Soft Soles and Sandals made wit 
New England Shoemaking Skill ? 
Write us for Samples— Get Our 
emarkably Prices 
BOSTON BABY SHOE CO. 
3 Foster Street Peabody, Msas. 
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No matter what policy you may pursue 
im selling te the shoe trade, nevertheless, 
yeu need the “BOOT AND SHOE 
RECORDER” all the time. 








Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 











BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only ge but “right”; sold for the right purpose, to 
the right wearer, in the right ft ¥ the right ~~" at the ht This is the t prob .m of the retail 
nd Shoe ecorder””’ to help solve it; for this is the basic Dee upon 


shoe merchants. The chief pur ues e “Boot a 
which depends the progress of pas tog ‘allied industries relating to shoes and leather; their production and distribution 


Annual subscription in United States, $3.50; per copy, 25 cents. Canadian, $5.00. Foreign, $7.50 
Member of Audit Bureau of Circulations 







Member of the Associated Business Papers, Ine. “Member of the Root Newspaper Ass'n 
Rach issue copyrighted by the Boot and Shoe Recorder Publishing Co Entered at the Pest Office, Boston, Mass., as second-class matter 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 
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White Styles 


That predominate in attractiveness and 
salability, and on which we are pre- 
pared to give immediate shipment. 














-_- St ~ X 3471—White Sea Island 
Pum rned, Covered 1% Inch 
Heel Pyith Plate; B, C, D Widths. Price 


Stock Style X 3468—White Sea Island Mx $2.10 
Pump, Turned, Covered Louis Heel — 4 “ty :* 
te; B, C, D Widths. Pri $2.1 : 
Stock Style R ep Png Hd y sty. White 
Royal Cloth, Full Louis H C, 
Width. Price 





Stock Style X ems Ld Buck 
8 Inch Lace Bons, - 
Walt,” 13-8 

idths. Price 

$5.60 


wer ~¢ X 1707—Same with Louis Heel; 
B, C and D $5.60 


Stock Style X 1769—White Nu Buck 

Oxford, Goodyear Welt, College Last; Stock Style X 1770—White Nu Buck Ox- 

Imitation Tip; Ivory Welt; 13-8-inch; ford, Goodyear Welt, Fenway Last; Imi- 

Military Heel; B é, D Widths. Price tation Tip; Ivory ‘Welt; Louis Heel 
$4.65 (enameled). B, C, D Widths. Price. .$4.65 


Stock Style X 177—Similar Style, White Stock Style X 180—Similar Style, White - 
Royal Cloth; Vaughan’s ovoy Sole; White Royal Cloth, Vaughan’s Ivory Sole, White 
Enameled Heel. B.C D. Price. ..$3.90 Enameled Heel. B,-C, -D: rice. .$3.90 


Parker, Holmes & Company 


“The House That Helps’’ 


BOSTON 





® 4 on 
‘peed ae ee 
a 
Set oe 
: 
- 


snauiicinianiiinedincd dallas 
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Some Class 


: That's the prevailing 
“HOLTERSHOES” ay : opinion among people 
> CINCINNATI. 4 % ao who know about 
at Ce eee ij S|. “ Holtershoes” 














They are 


Snappy 

Stylish 

Serviceable 
and 


cy 
f i. Reasonably Priced 


% 


ome : cogterm 
TheHolters Company — 
— Cincinnati — 


seams ‘ ne TE BS 


2 ‘ 
Cte 
Water Tower — Cit 
4 ll 4 


~ 
i’ 
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You are justified in saying to your- | 
self when you read Standard Kid 
advertisements: 


TOPPVRAGL EFAS VORSPRLISIFUL RY DY? *OLgse> 207 


“I believe a product whose makers assume responsibility for 
quality and for customers’ satisfaction as fully as the makers of 
Standard Kid do must have strong merit. 


“Kid leather that is as good in texture and as uniform in grade and 
weight as these advertisements state Standard Kid to be must be 


good for the shoes I sell.” 


For their own ultimate good, we hope many shoe dealers will inter- 
pret our advertisements as correctly as that. 


Color 18 Field Mouse 
Color 8 Gray 


{PPPTT AESOP ALT ATAS PLES SS PPIGCAUPTACLTO IEA PEPPALGS{RT2 <OR1G9L9 S89? ~UTAyP STs IAT Le 
OLOLEROLAUAS ST ORKTLOLGLELOPS> VLYDIAY EAT?” “COR APIAVEZCTLOE® 


SPALUTATAT/SPL arsed PLPAvITAVa cAVOTOLPLPAVATATALOADILND2 caTdTAraderor oL4VPAvatPAWe shi 


i 


APP SLCLT LEAP Asvegeceigegggsr-ieL 


are in good demand for Fall shoes. These skins are guaranteed to 
be colored with pure aniline dyes. 


viltes 








STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 
207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 

Factory, Wilmington, Del. . 


AGENCIES 


CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS, MO. 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL. 
PIERRE BLOUIN, QUEBEC, CANADA 


AMPs Tava sf bTAtarcaTAPATCbTecvevavcaTbDaelOdyatTdarectarcetehvaba 
TESTE gee re PLR SPACE TAPE FAULATLOR ST TALOACAL GAO? CLOAQAUIS ROLOL@ACTL® 


STANDARD 
KID 


Benn en 
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RELIABILITY is a much abused 
word--but it exactly applies to 


CASKO Shoe Fabnics. 
CASKO Shoe Fabrics include every kind of — 


cloth for the outside of a shoe and will repay 
your specifying their use. 
CORKSCREW CLOTHS 
















We Will Cotton or Worsted — 
Gladly SILKS AND SATINS Manufacturer 
Send You For Pumps or Fancy Tops Can Secure 
Complete Casko Fabrics 
Samples We can produce a Casko color to match Promptly 

any leather. 

















CASKO SHOE FABRICS CORPORATION 


Manufacturers and Distributors 
S. W. Corner Fourth and Arch Streets 
PHILADELPHIA, U. S. A. 









St. Louis 
H. C. KORNDOERFER & CO. 
Leather Trades Building 






New York Chicago Boston 
A. J. HAAS J. K. REYNOLDS CO. A. W. BLISS 

221 W. Lake St. 106 Beach Street 
H. J. FRALEY 
Pennsylvania 
Representative 









10 Spruce Street 





Cincinnati 
W. A. BENNETT, JR. 
1015 Second National Bank Bldg. 





Rochester 
GEORGE G. SMITH 
4 Church Street 
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CJohn. Kel - Veen 


She touch. of refinement 

— and style sought by the 
smartl dressed ‘woman 
Diane evident in. 


SAc OSC Better Shoes 
Recognized, (bye x the VB 


1S stri 


alert dealeFas 7 


Ko Business huilders. 





VEW YORK CITY Tom JO Greham Bldg » Church ond Duane Steeets, [Ir ohn C Hellnvel] > +--+ ++ 














—<——s 
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“the warrant of value 
that makes you sure” 





X 823—Sterling Colt. . . $5.00 X 923—Brown Calf. . . $5.00 


X 633—Black Kid..... 4.75 





EADY TO-DAY—AA to D—AIll sizes up to sevens. 
All in Goodyear Welt process — All with leather heels. 





UR in-stock dept. has been tempo- are in position to-day to ship promptly 

rarily short on these numbers, your wants to a large percentage. Other 

but as our factory production has now low cuts (as shown in catalog) we also 
been concentrated on stock styles, we have in goodly quantities. 


Williams Clark & Company 
Lynn, Mass. 





no price brand on 
shoes or cartons 


X 613—Black Kid. . . $4.75 
X 933—Brown Kid. . 5.25 
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NUBUCK 




















NUBUCK 


REG. U. S. PAT. OFF. 


“HANDSOME IS AS HANDSOME DOES.” 





HAT elusive touch of refine- 

ment and quiet dignity, so 
much sought after, exists in foot- 
wear made with Nubuck. | 


Today, more than ever before, we 
feel it necessary to emphasize the 
importance of quality merchandise. 








Nubuck, originated and tanned ex- 
clusively by 





A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Cincinnati Gloversville 





























WEILDA BLACK DIAMO 


NATO 






































HILE short sole wear is the most 
common fault found with chil- 
dren’s shoes, the M. Rich & Brothers 
Company of Atlanta, Ga. cannot re- 
call a single instance where they were 
asked to make good a Neédlin Sole. 


Hard wear and Nelin 
Soles travel hand-in-hand. 
That’s why so many man- 
ufacturers use Nedlin Soles 
on service shoes—men’s 
business shoes, women’s 
walking shoes, boys’shoes, 
shoes for growing girls and 
the smaller children. 




















It’s no trouble for the clerk 
to point out to customers 
the advantages of Nedlin 
Soles—the extra wear and 
added comfort that they 
give and their watertight 
feature. And his sales of 
NeGlin-soled shoes will be 
greatly increased. 


Neolin Soles 


Trade Mark Reg. U. S. Pat. Off. 


eee >> 
Nedlin Soles are made by The Goodyear Tire & Rubber Co., fyHomeD 
\\, Fund Ig 

> + 


Akron, 


Ohio, makers of Wingfoot Heels— heels so good 


that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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Worthy of Admiration! 


Ser Foot Pals—are pals in every possible sense. 
5 Pree E-Zwa( 8 They offer the wearer comfort and foot solace. 
JP . They are natty—have a distinct quality touch 
ye that commands admiration and creates satis- 
faction. 
P The progressive merchant who features Foot 


= b~ mS. e . 
SUFELT ino woven fs Pals has a customer-getting asset that will 
eS = steadily grow. 








And remember—the profit is there also. 








Write us for your nearest Jobber. 


The E-Z WALK MFG. CO., Inc. 


62-70 West 14th Street 
New York City 
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EVER has the public confidence 

| in merchandise of standard 
quality been more strikingly justified 
in face of the well known abnormal 


price levels. 


-~ .* 

\ dh p> 

y ONY, 

G \S 

7 /4\ ‘S 
US. Pat. on 


Reg 


“Onyx” 


with its reputation for quality that warrants the 
price, is still in greater demand than we have ever 


experienced. 


Dealers and public alike are alive to 


the fact that the “ONYX” brand © 


means unfailing surety of satisfaction.. 





Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
$1 Bedford Street 1088 Chestnut Street The Lytton Building 
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ts Shoes You Order 
Hre the Shoes You Get F 


WOULD % OF OUR ACCOUNTS CLOSE BY TRADE 
ACCEPTANCE— A DEFINITE, SIGNED LIABILITY — 
IF THE ABOVE WERE NOT A FACT? 


a, 


P. J. HARNEY SHOE COMPANY 


Wholesale Distributors 
of | 
GOOD MERCHANDISE ACCURATE DELIVERIES 


SHOE INSURANCE 


Factory and General Offices: 


LYNN - - - - MASSACHUSETTS 


IN STOCK DEPARTMENT — 78 Lincoln Street, Boston 
BOSTON OFFICE — 183 Essex Street 


|| Uy aVaVaVeVavsleVaVa%a%aVataYava™, 


RL DADO DODO DAD OADO ROLL LLL AL DOD BAB OOOO ODDO OODOADDAANADGS 
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| BUMPER 


Goodyear Welt 


SHUS 


For Father and Son 


Not an ordinary “scout” 
shoe —but built to give 














comfort and service to an extra Colors, Brown or “Smoke.” Widths D-E. 
degree. Sizes from 11 Youths’ to 12 Men’s. 


Note these ‘‘best of everything ” a? ® i 
Oo s - . 


specifications. y 
Youths’ - 2.50 
= 





Finest Genuine Chrome 
Horsehide Uppers T 
wey OM WoO 
Famous DUFLEX Fibre 
Soles—Outwear Leather 


woe Hes wo Sample Bumpers 


Armstrong Cork Innersoles 
Oy We woe 


HE only way to judge 
“ their better sales possibili- 
ties 1s to 


: One pair, or a dozen— it’s all 
Goodyear Welt Construction the same to us. A dozen pair, 
however, will enable you to see 
how your trade will take to them. 














So you see BUMPER means FULL of 


service. We have not tried to make it 


meet any competitive price, but rather to If Unsa tis factory in t he 


place it beyond competition in value. 


The reorders we are receiving daily are Least, You May Send 


the best proof that BUMPERS please the the Shoes Back to Us 
public. 








Converse Rubber Shoe Co. 
Malden, Mass. 
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LEVOR GRAIN 


e WHITEST WHITE 


{ Leather of 
Great Merit 


Stands the Strictest 
INVESTIGATION 


Made ako m the leading colors 
G.LEVOR & CO. Ine. 


MANUFACTURERS 
GLOVERSVILLE, N. Y. 
NEW YORK 88-90 GOLD ST. 


— ST. LOUIS — 
LEATHER EXCHANGE BUILDING 
JOHNSON, STEPHENS & PATTON LEATHER CO. 
— BOSTON — 
145 SOUTH STREET 
THE G. LEVOR COMPANY 
— MILWAUKEE — 
A.R a eo on 
COMPANY 
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Page 2 of Return RETURN OF TAXABLE INCOME _('xihing isco dinie(mbuted)rd etl ord) 
A. INCOME FROM BUSINESS OR PROFESSION | 
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Every merchant needs accurate store 


records for two purposes 


@ At the end of each year he needs a complete, accurate report 
of store transactions to help make out his Income Tax return. 


(2) He needs these same figures every business day. He needs 
them to control his business. 


He needs these figures to know how accurate, unchangeable records. It classi- 
fies, adds, certifies. It saves work and 


much money he is making, and what it 
reduces expenses. 


costs him to do business. 
Every merchant can get a recond of his -No merchant should keep records by hand 

“aa that can be kept so easily by a National 
store transactions in two ways—the old- Cads Rasine 


fashioned way, by hand, or he can get A d will beng full inf ; 

. post card will bring information 
home Sy qneeianany. about what an up-to-date National will 
A modem National Cash Register makes do to help you. 


The National Cash Register Company 
Dayton, Ohio 


Offices in all the principal cities of the world 
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USrrect Dodg e 
For All Occasions 


IN STOCK 


ADONIS COLONIAL 


No. 273. Gun Metal Calf, $6.25 
No. 276. Patent, 5.50 
No. 277. White Sea Island, 5.00 
No. 278. White Calf, 6.50 


Silver buckle filled to match 
leather. 

White Celluloid buckle on Sea 
Island. 


214” full Louis heels, long 
vamps, narrow toes. 





Delivery June Ist 


The Correct Dodge Shoes can only be obtained from our agents 
at their offices as published here or direct from us. We have 
no other wholesale agencies. Any statements to the contrary 
are incorrect. 





Prices Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York Philadelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bidg. 20 W. Jackson Bivd. 417 Pacific Bidg 


: t ern Bidg. 
= Montgom: Kansas City, Mo. 
2 20 Guns im. 537 Ridge Bidg. 


All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25c a pair extra. 
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@ It was founded by the late General William Booth 
in London in 1865. 


@ It picked as its battlefield the slums and alleys of 
the great cities of the world and for more than 
half a century has fought a winning fight for the 
friendless and the lowly. 


@ It conducts Rescue Homes—Day Nurseries— Lodg- 
ing Houses for Down-and-Outers—Homes for the 
Helpless Aged—F resh-Air Farms—Free Clinics. 


@ From 41 International Training Schools 23,000 
officers have been graduated to lead 2,300,000 
militant Christians. in 61 countries, speaking 37 


languages. 


@ The world is just awakening to the fact that an 
endless chain of organized relief workers, under the 
banner of The Salvation Army, now encircles the 


globe. 


@ The Salvation Army, back from the war, has re- 
sumed its fight against misery and poverty in 
American cities on a larger scale than ever. 


Will You Help? 


fay, | he Salvation Army 
: ve In a Nutshell 


eI | “ 
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The Salvation Army Home Service Fund, May 19-26 . 
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EW Castle Leather Company Havana 
Brown Kid, Nine Inch Lace Boot, 
Circular Vamp, Whole Quarter, New Pointed 


Toe Last. 
Made and Exhibited by 


JOHN S. GRAY, 


SYRACUSE, N. Y. 


Sudge Tt hy [ts llsers”’ 























bw (astle Havana Broun fashion Plote 


New Castle Leather Company 


Boston 


NEW YORK 
Montreal,Can. 


Chicago 


and the Principal Leather and Shoe Centres Lverywhere 


Factory, Wilmington.Del. 
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FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 

















BOOT AND SHOE RECORDER May 17, 1919 





18 


Announcing » 


A New Idea 
In Spatcraft 











7 UUNNNQQQQQQQQQQQQ000000000000000001 


’ 
ST TTT 





UNDERHILL’S 


FOOT FASHIONED SPATS 









: a / 
OFFSIDE 
These Spats are based upon an entirely new principle of SEAM 
design. They will fit better than any you have ever seen. 

The inside section of Underhill’s Foot Fashioned Spat THAT MEANS 









is about a half inch wider than the outside. A shoe isa 
half inch longer from back seam to front seam on the inside PE RFE CT 
than it is on the outside. 







Underhill’s Foot Fashioned Spats are the only spats FIT 


which allow for this difference and therefore fit correctly, 
bringing the front and back seams in exact centers. 











Patent rights have been applied for. Superior fitting 
qualities are therefore assured for our spats exclusively. Send f 

In addition, they are made of top grade materials, all end for samples thet we may 
colors and heights, and equal in quality and appear- 
ance to any on the market. 


G. F. Underhill Company 


58 Colden Street ... Newark, New Jersey 
UMMM OO TTT TTT TMM TTT 






demonstrate their ‘ 
superiority 
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FALL STYLE 


Mat Goat Top, Patent Colt Three-quarter 
Foxed, Eight Inch High Lace Turn Boot, 
Seventy-four Last, Plain Toe, Eighteen-eight 
Wood Covered Heel, with plate. 


OOTWEAR that gives expression to the latest mode 
F for women who are particular about fash ons of 
| authentic nature—distinctive—different—and at 
) moderate prices, too! 


Our shoes are economical; they will give exceptionally 
good service; they will give your customers more genuine 
comfort and satisfaction than they ever bought in a shoe, 
because that is the DUTTENHOFER standard. 


Made in Welts, Turns and McKays. Ideas and styles 
of artistic beauty, to harmonize with the popular colors 
in dress for Fall. 


The Val Duttenhofer Sons Co. 


Cincinnati 
A post card will bring one of our Handy Figuring Charts. 


TRACE mAQK 





i] 
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- 


“I Must Have 
CRESCO!”’ 


And this buyer is only 
one of many. 


E wanted to add to his “If that’s the best you can do I sup- 


CRESCD) chee coder box pose I'll have to be satisfied,”’ he re- 
plied—“‘Anyway, | must have 


Fall and his manufacturer had cprprsco.” 

told him h Idn’t wh 

” ere aiediaaaes “It’s the only waterproof leather that 
he could get the leather. will take a polish.” 


’ Most shoe men who insist on Creese 
We told him we hoped to & Cook leathers in their shoes re- 


supply CRESCO to his man- member the quality. 


ufacturer in about three months — wy, are more than a 
—IF we could get enough of obliged to make so many of them wait. 
But nothing can tempt us to produce 
anything less than the quality we have 
taught them to expect. 


the choice skins necessary for 


making CRESCO. 


Creese & Cook Company 


Tanneries at Danversport 


95 South Street 


Boston Salesrooms 





HOCUEROEOOEGUQOEOEOUPECHGUROROROROUODOEOUGUSEROUOHOUGUGUSUGHQUGULEQOUOUGHGUGUDODUNOQOUOUOUGHOUQUQUGERONOOGUGUSUGUSONOCOUOUGUGUGUGUGUSUQUSOQUNOOOUSUGUQOSUSOROCOUOUSUGUSESUGUEOSONONUOOSOSONONOEONOEOEOOOOOSOOOONRNONOUONOE 


HOUCHHORESEDOOOQOREOQEOEOOA/QUUQUOOUGUORUGUOQUOEOQUQUGHUGHOGUGQUGOUGUOHUUGOUGUGHOUGHOGHEQOGEOOUCOUOUSUUGUHODUOROGOOEUOUGUCEUGUSOUGHOSUUNGUOUUSOSONSOUSOOGUOHOOUSOUOONSUSESONOOUONOONOOOONORUOUOOUOSOSEOONROORONEOEOOESENS 
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Bates 
“Vandyke” 
Model 


STOCK No. 0230 


Made of Glazed Kangaroo 
Custom Fittings Throughout 


Kangaroo Oxfords 


UR sizing-in orders from _—_forepart with one of the best 
C Bates Dealers this sea- upper stocks used in fine shoes— 
son are conspicuously Glazed Kangaroo. 
: “ce 

spotted with “Stock 0230. We carry complete sizing in 

From other sources, also, we _it—5 to 11 in A to D widths— 
detect a vigorous dealer de- at our Chicago Distributing 
mand all over the country for House, ready for rush shipment. 
Kangaroo low shoes. 


This Bates “Vandyke” model, Shall we send you our 
Stock 0230, is a very desirable complete Catalogue of 
combination of semi-n arrow Spring styles in stock? 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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Wherever there is a White Shoe 


there is a customer for 


The WHITE CLEANER 
“It Keeps White Shoes White.” 


There are two sorts of customers—those that come 
back for more and those that don’t! 


Every “ Blanco” sale you make 
means a satisfied customer. 








“Blanco” makes friends because it does its work 
well—because it is so easy to use—because it Is so . 
convenient—in fact, because it is in every way 
satisfactory. 


It is worth while stocking a line that sells itself, sells quickly, 
and keeps on selling. 


Order your stock to-day. 
All jobbers have it. 


Sole Manufacturers : 


JOSEPH PICKERING & SONS, LTp. 


} SHEFFIELD, England. 





1919 


ww 
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Big Sales Await Dealers Who Have 
“The E & M Shoe of Quality” 


to Show Customers. 





Model No. 385 1 
Mahogany tan calf turn lace oxford. Imi- 
tation tip, perforated lace row and vamp. 
Carries 14-8 Cuban wood covered heel. 
Made over our 75 last. 
Retails at $10.00 


THESE SALESMEN HAVE IT: 


CHARLES L. MARKS 
Eastern City Trade and Southern Territory with New York Office, 

1008 Marbridge Building 

J. B. LAUGHLIN 
. Throughout the Middle West 
WARREN H. TUCKER 
In New England. Office at 183 Essex Street, Boston 

LARRIE H. SASS 
On the Pacific Coast 


EMERY & MARSHALL CO., Haverhill, Mass. 


oe 
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Johnson Bros. shoes make good 
from the start. The careful work- 
manship, the rigid inspection and 
the quality of materials used make 
this line’ reliable in every sense of 
the word. The new styles and the 
new lasts that our salesmen are 
now showing will 
interest you. 


Write us! 








A Black Kid Lace Boot, 
Louis Heel on our new 
112 Last. 





Made in tho Flee 
‘Tree State 


JOHNSON BROS. SHOE MFG. CO. 
Hallowell, Main e. 
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The Sole that Has Made White Shoes Staple 


AUGHAN'S IVORY Sole Leather gives just 
the right kind of finish to white footwear. 


And its appearance is but one of its many qualities. 
































= Light, durable and white all through, VAUGHAN’S 
















IVORY feels well, looks smart and will wear as 
long as the shoe lasts. 


With an edge all its own, needing neither paint nor 
spray, it cannot crack or peel. 


For your men’s, women’s and children’s trade you 
will find that VAUGHAN’S IVORY meets every 
requirement of comfort and style. 


And costs no. more than other good soles 


George C. Vaughan 
Tanneries. at 
PEABODY, MASS. 
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IT ISN'T THE BUSINESS 
YOU OBTAIN © 


That is the only reason for han- 


dling Union Stamp footwear. 


Of even greater interest to YOU is 
the business you lose by failure to 
carry Union stamp shoes. in stock. 


Union made shoes bearing the one and 
only stamp of the Boot and Shoe 
Workers’ Union are the only shoes 
that appeal to ALL the people. 


Let us send you a list of manufac- 
turers making Union Stamp footwear 
as a guide for your buying this year. 


Boot and Shoe Workers’ 
Union 


Affiliated with American Federation of Labor 
246 Summer Street - Boston, Mass. 
COLLIS LOVELY, General President 
CHAS. L. BAINE, Gen. Sec’y-Treas. 
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Our March of Progress 
to St. Louis on July Ist 


has been made possible because we have always 
tried to work with our many and valued friends and 
customers toward the end of their ever realizing 
greater dividends from their shoe investments. 


We will locate in St. Louis, the country’s greatest Shoe 
Market, because our growth demands that we take advantage 
of the wonderfully central facilities of that city in connection 
with our trade in all localities, because we want to be closer 
to the ten large factories that produce our shoes and because 
St. Louis is the logical point, all told, from which to conduct 
the expansion that we can see ahead of us. To you this 
means Better Shoes and Service than ever before. 


CENTRAL SHOE Co. 


MANUFACTURERS 


KANSAS CITY, MO. 


Until July 1st 









Our New Home 
in St. Louis 


This beautiful, nine story 
building is nearing comple- 
tion. It is being erected 
for us to contain every 
facility and convenience to 
enable us to quickly and 
efficiently handle your 
orders. 





Until July First we will con- 
tinue to ship from our floors at 
Kansas City. Some good things 
are to be had for we desire to 
ship all we can previous to that 
date. Write for the catalog. 

















677—Women’s ‘‘Coronation”’ Dark 
Russia Calf 8-inch Lace, Imt. Tip, 
214-in. Leather Louis Heel, Welt, 
Brooklyn Last. A 314-8, B 3-7, 
C and D 2-8. 


$7.25 
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In Stock 


Write 






















CATALOG ? {fF 


A.fH.§Martin Co., Makers |} 





Levinson Shoe Mfg. Co., Inc. 


Children’s Turns and Welts 
for Jobbers Exclusively 


Largest Children’s Shoe 
Factory in N. Y. State 


ROCHESTER, N. Y. 


















HOME-OF-INFANTS-FINE:SHOES 










ass 


“Che 











Mfg. Co. | i) 


Qluality Soft Sole 
Shoes for the Baby 











Samples will be 
gladly submitted 





Freeland 


Established 1896 


MANUFACTURER 


for the retail trade 
INFANTS’ 
Snappy Flexible 
TURNS 


Top Grade Soft Soles 
Rochester, N. Y. 








Receiving So Many 
Orders for Fall 
Delivery? 


It {must be that our quality 
merchandise is appreciated by 
the buying public. 

Make a reputation for your 
store by featuring soft sole 
shoes from 


George J. Wilson 


Inc. 


Builders of Infants’ Footwear 
The House Without Competition 


Rochester, N. Y. 
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* First Step || 





| 

| 

||) TURNS 
}| In Stock 
| 1-5 3-8 

f Catalog 

| A. H. Martin Co., 
















F. S. Elam Shoe Co., 
Incorporated 


Manufacturers for 
Jobbers Only 


Infants’ First-Step Shoes 
Rochester N. Y. 
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HE LUNDIN Shoe is an ideal 
shoe for any season. It is 
shapely, up-to-the-hour in style, and 
its superior materials and workman- 
ship fit it for the most strenuous 


service. 


The LUNDIN Shoe is a_ trade- 
winner, because its splendid quality 
brings repeat orders and makes 
friends for the merchants handling it. 


“The LUNDIN Shoe — 
is right all. through’ 


LUND-MAULDIN Co. 


MANUFACTURERS 
St. Louis, U. S. A. 
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of Distinction—of Highest Ment 


Increase your sales and add to your list of 
quality customers by handling—— 


ooh DE LUXE spats next Fall—for your cus- 

















tomers will appreciate the superior fit and 
quality built in every pair. Made in the 
prevailing colors for Fall—tan, fawn, beaver, 








taupe, pearl, brown, white, biscuit, drab 





and chamois. 


Place your orders now. Samples on request. 


American Gaiter Company, Inc. 


THE PREMIER MANUFACTURERS OF HIGH GRADE SPATS 


Acknowledged the best fitting and finest made spats in the world 














FACTORY NEW YORK OFFICE 
129-133 Grand Avenue Rooms 602-604 
BROOKLYN, N. Y. MARBRIDGE BLDG. DE LUXE 
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Now In Stock 


White Oxfords 





We Can 
Ship These 
White Oxfords 
No. 1403 At Once Wait Leather 1 Teel ‘SWikkte ice 
240 Last. In Stock: AA to D, 23 to 
Dedccasnbodederacasaeivesdn pei’ ~ =. $4.00 





White Egyptian “‘Reignskin™ Flexible Welt, 


Leather Heel, White Enameled, No. 168 Last. Hi e 
1 h Qualit No. 1460 T—Same as 1460, ors made 
Price $4.25 & y over Combination Last, Model 690. In 


Stock: AA to E, 2% to 8. 
In Stock: AA to E, 2% to 8. - Smart Style Price $4.00 


J. J. GROVER’S SONS CO. 


LYNN, MASSACHUSETTS 
Boston, 183 Essex St. New York, 127 Duane St. 
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DALTON’S 


For Delivery Now 











eininn tee The reliability of Dalton shoes is 
B10 cavan, 2 Matter of record. In selling them 
Brown Kangaroo you can point to definite features 
Blusher Bingl esand Of superiority. You will miss much 


\ widths: AtoD, 61-2 to . 
V by delaying to get some or all of 











these styles in your store soon as Stock No. 
1 ‘ 
they can be gotten there. Winchester Last, 
Throat Heavy 
s le Broad 
Stock No. od Sizes and Widths: 








Corsair am Cherry 
Sate Sol Varsity’ iy > 
Sizes and nd Widthe: A to 
D, 5 tol 











Stock No. 
510 





Corsair Last, ‘te tid 












Savy Vaiss Sets 
le ce 
Bro : fan Stock No. 
Widths: r ‘to D, Sito 
11. Stes Mo. Ob Boy Last, Ty- 
rian Red Calf Blu- 












Regent Last, Brown 






Ato D. 5tol 








PLAIN CARTONS—SHOES UNBRANDED 






















Sole Bro 
Heel. Bizes and Widths: Stock No 
AtoE,6to 11, 






Stock No. 
820 






Wellington Last, Ma- 

hogany Calf Bal, Single Oh Boy Last, Black 
Sole, Broad Heel, Sizes lazed Kangaroo 
=< one: A wo D. Blucher, Single Sole, 





bow br3 Heel. Sizes 
- } phepemmel AtoD,5 2 





CATALOGUE 














The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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Increase 
in Sales 


7 6% , 


For the last five months sales of 
single pairs of Educator Shoes to con- 
sumers located where they could not 
be served by retailers showed an in- 
crease of 76% over the same period 
for the last year. 

Isn’t this significant of the fact that there is a 


larger market for Educator Shoes than is gen- 
erally admitted by the average retailer ? 


Doesn’t it show that the average retailer is let- 
ting a splendid opportunity get away from him 
to make repeat customers? 


Once an Educator wearer always an Educator 
enthusiast. 


Distributing houses for Educator Shoes: 


The Rice & Hutchins The Rice & Hutchins 
New York Company Baltimore Company 
The Rice & Hutchins The Rice & Hutchins 
P Atlanta Company Chicago Company 
The Rice & Hutchins The Rice & Hutchins 
Cleveland Company Cincinnati Company 
The Rice & Hutchins The Atlas Shoe Company 


St. Louis Shoe Company Boston, Mass. 


Joseph I. Meany & Co., Inc., Philadelphia, Pa. 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S.A. 

















